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Wherever your hydraulic machinery goes 


—recommend Shell Tellus Oil 


























Its performance and name are 
same around the world 


Other Outstanding Shell 
Industrial Lubricants 

Shell Rimula Oils —for heavy-duty diesel 
cngines 
Shell Talona R Oil 40 — anti-wear crank- 
case oil for diesel locomotives 
Shell Alvania Grease — multi-purpose in- 
dustrial grease 
Shell Turbo Oils for utility, industrial 
and marine turbines 
Shell Dromus Oils soluble cutting oils 
for high-production metal working 
Shell Macoma Oils for cxtreme pressure 


industrial gear lubrication 


e oluta Ui « Hnen-speed quenen- 
Shell Voluta Oils — for high-speed quench 
ing with maximum stability 


Shell Tellus Oil is top-rated as both a lubricant and a control 
fluid for complex hydraulic systems. Its ability to combat 
oxidation, rust, sludge-formation, wear and foaming has earned 
it nationwide popularity 


You may be glad to know that the hydraulic-operated 
equipment you manufacture can now obtain the same efficient 
protection in other countries of the world. Tellus* Oil is 
available to your customers abroad. With it they can enjoy the 
same performance that your domestic customers rely upon. 

For more complete information on Tellus Oil, write Shell 
Oil Company, 50 West 50th Street, New York 20, New York, 
or 100 Bush Street, San Francisco 6, California. 

red Trademark 


SHELL ‘TELLUS OIL (SHELL 
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To help give you MORE than a motor 


How Century Electric ships motors 
to save you handling costs 


Receiving motor shipments in the easiest form for 
production line use can cut handling costs. If your 
operation works best with each motor shipped indi- 
vidually, Century Electric will send them that way. 
But, if you need motors in large lots, pallet shipments 
may help you. Here’s how Century Electric motor 
pallet packing saves you money, time and handling. 


Faster handling — Pallet shipments can be quick- 
ly unloaded—one man with a fork lft truck can 
unload a freight car in an hour. Unit loads can be 
retained in one form right up to the assembly line. 
Up to 80 small motors can be shipped in one pallet. 


Simpler warehousing — Pallets are easy to stack, 
handle and count in a warehouse. It’s simple to check 
inventory and plan for floor load and warehouse 
capacity. 


improves production—One tray of motors can 
be used at a time. Motors can be moved right to 


point of use and production workers don’t have to 
lose valuable time handling materials. Disposable 
cartons are easily cleared away to make room for 
more materials. 


Greater safety—Fewer injuries to workers and 
less damage to materials have resulted from the use 
of Century Electric pallet shipments. Production 
bottlenecks are minimized by the efficient flow of 
materials. 

So whatever your shipping needs, Century Electric 
can supply the answer. This is just one more reason 
why you get more than a motor with Century 


Electric. For more information, contact your local 
Century Electric Sales Office or Authorized Dis- 
tributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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What you should know 


al 


- 


er How : uch tailoring does 


Picking the proper corrugated ship- 
ping carton is like buying a suit. Rarely will a 
ready-made, “‘off-the-shelf’’ unit fit perfectly. 
Some modifications usually are needed; pos- 
sibly even a complete custom-built job. It all 
depends on your product and how it is nor- 
mally handled and shipped. 


You may find, for example, among the repre- 
sentative basic box types shown here one 
that’s just right for you. Or perhaps further 
structural design work would enable you to 
ship more efficiently and economically. 

Talk it over with your local Union Box repre- 
sentative. He’s an expert at pin-pointing all 
the pertinent factors. And at recommending 
or helping develop the most practical box 
for your needs. 


1. Regular Slotted Container a 1. Regular Slotted Container 


‘ Probably the most popular type used today. 
Fits all standard automatic packing and seal- 
ing units. All flaps the same length; outer 
flaps meet in center. Single- or double-wall 
construction is used, depending on degree of 


2. Special Flap Slotted Container 


4. Double Cover Box 


3. Half Slotted Container 
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about types of Union Boxes 


protection your product needs. 


Similar to the ‘‘Regular Slotted’”’ is the 
“Center Special Slotted Container’. Top and 
bottom areas are stronger; both inner and 
outer flaps meet at box center. 


2. Special Flap Slotted Container 


There are two kinds of “Special Flap’’ boxes. 
In one, the top and bottom flaps partially 
overlap. In the other (shown left) they overlap 
completely, providing double thickness at top 
and bottom. When strapped shut, flaps over- 
ride each other, form snug, non-butting 
closure. If glued, adhesive covers full flap, 
assures extra safe, durable bond. 


3. Half Slotted Container 


Bottom is similar to Regular Slotted Con- 
tainer. Flanged cover is sent as a blank for 
set-up by shipper. Good as combination ship- 
ping shelf package. Without cover, used for 
batteries, other heavy, small items. Also, as a 
transfer file or stock box. 


5. Telescope Box 


your shipping container need? 


4. Double Cover Box 


Ship heavy items where strapping is neces- 
sary? This three-piece box with telescoping 
covers might be just the ticket. Excellent 
stacking strength; strong covers take rough 
handling. Often used in large sizes for bulk 
packs on pallets. 


5. Telescope Box 

You’ll probably need a box like this if you 
ship flat items such as paper, books, adver- 
tising material, etc. It protects with a double 
build-up of sheet around sidewalls and corners 
which also gives you maximum stacking 
strength. May be constructed as a full tele- 
scope (see below) or as a partial telescope. 


6. One-Piece Folder 


Another excellent shipper for books, catalogs, 
etc. Packs and closes quickly and easily. 
Mostly used for parcel post and express ship- 
ments. Also made up as “One-Piece Special 
Folder” where all flaps meet in center. 


6. One-Piece Folder 


Write for new, informative booklet, ‘‘Types of Corrugated Bores.”’ 


Re UNION BOXES 
Sees 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N. J., Chicago, Ill., Lakeland, Fla. 


Sales Offices: Eastern Division—1400 E. State Street, Trenton, N. J. 
Southern Division—P.O. Bor 570, Savannah, Ga.; P.O. Box 454, Lakeland, Fla. 
Western Division—4545 W. Palmer, Chicago, Ill. 
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Whatever is new, if it 1s right for your 
plant, your Graybar man recommends 
and knows how to put it to work 
motors, controls, power distribution 
equipment, wiring or lighting supplies. 
Objective recommendations and 
ible, point-of-use help on anything 
electrical. For both, call Graybar to- 
day! We'll be glad to work with you or 
your electrical contractor. 


420 LEXINGTON AVENUE, NEW YORK 


“Welcome Back! What’s new 


in the electrical business?” 


GraybaR 


ELECTRIC COMPANY, INC. 


7. M,.% e@ OFFICES IN OVER 130 PRINCIPAL CITIES 
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SINCE YOU/RE NEW HERE, 

YOU MIGHT AS WELL START 

RIGHT. THAT MEANS KNOWIN’ 
WHATS IN HERE...FORWARD 
AND BACK. 














POP WOULD BE LOST 
WITHOUT FILE FILOSOPHY 
TO HELP NEW Boys 





OFF TO A GOOD 
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SURE MADE 
FILIN’ EASY 
FOR ME.STILL 
DOES. 
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Do your men have this basic text on filing? 


There are good reasons why you should see that every man 
in your plant who works with files should have a copy of 
Nit holson’s File Filosophy. 

Probably the best reason is that this is such a useful 
and informative book. It’s a textbook on filing and files 
But there's nothing stuffy or hard to read about it. As a 
matter of facet. it's just the other way around. We've written 
it for the average man who works with files. [t's in his 
language and from his point of view. 


File Filosophy is good reading for new men. Gives 
them the fundamentals on which to build their skills and 


* a 


PROVIDENCE 


Files - 


knowledge. File Filosophy is interesting reading for the 
old hands. Gives them the latest information on file develop- 
ments. Keeps their skills up to the minute. 

The fact that this work is now in its 19th edition is an 
indication of its lasting value. We invite you to send for a 
supply now. A card with your name and company address 
and the number of copies you need will get prompt atten- 
tion. Nicholson File CO Providence e, R. l. 


Industrial Distributors provide the finest goods and services 


in the least possible time. Our products are sold exclusively 
through them. 


% : * é st id “ 7 2 ye 


RHODE ISLAND 
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Balancing the Y ou can’t fault President Eisenhower for trying to give us the 
Budget fourth balanced budget in the last ten years. 
But the actual implementation of his proposal is cause for concern 
There are just too many unanswered questions. 


Ike’s fiscal program calls for receipts of $77,100 million and expendi- 
tures of $77,030 million. That leaves a thin-ice surplus of just $70 mil- 
lion. A total of $3,900 million was cut from expenditures of the pre- 
vious fiscal year. 

Of one thing, we can be certain: there will be voices raised in Con- 
gress for more spending. And while almost everyone wants to see 








“more bang for the buck,” this is rarely possible. To keep our conven- 
tional military defenses up to par and prepare for space and missile 
warfare at the same time is going to require more money than the 
President wants to spend. 


Spending for The budget figure for national security is listed as $40,945 million— 

Defense only $145 million more than the estimated amount for fiscal 1959. But 
included in the $40,945 million total is an $800 million increase in the 
amount to be spent for procurement, research, development, testing, 
and evaluation of missiles. 

Where is the additional $655 million to come from? Mr, Eisenhower 
feels that it should come from other areas in the genera] military de- 
fense budget. This means further reductions in the strength of our 
armed forces, the closing of military, naval, and air bases, and an 
overall cutting of defense preparedness spending. 

Very few would question the advisability of tightening up the armed 





services and removing some of the waste and inefficiency. But any 





wholesale reduction of our fighting strength for “limited” wars might 
have a disastrous effect. Since the end of World War II, our armed 
forces have been involved in one “brink” situation after another 

(Turn Page) 


INDUSTRIAL PRODUCTION 


The Industrial Produc- 
tion Index rose another 
point in December to 
142. The index is now 
only four points below 
the 1957 peak of 146 
recorded in January and 
February. 
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NEW CRANE VALVES FOR PROCESS INDUSTRIES 


3% NICKEL ALLOY CAST IRON 


Gates and Swing Checks 
18-8 SMo (Type 316) Alloy Trimmed 


Better Corrosion Resistance ...Longer Life...on More Fluids 
This metal—Crane 3° nickel alloy iron—was developed especially to 
extend the usefulness and economy of cast iron valves in the process 
industries. 


At but slightly higher cost, Crane 3°; nickel iron valves provide 
substantially better resistance to corrosion than ordinary cast iron, 
and they have notably higher physical properties. Efficiency is stepped 
up further with Crane 18-8 SMo (Type 316) stainless steel trim. 


Typical Recommended Applications: You will save with these valves 
in the petroleum industry, for example—on oils containing traces of 

mineral acids; in wood-treating processes—on creosote vapors and oils; ASK FOR THIS CIRCULAR 

in pulp and paper mills—on alkaline liquors of various kinds. In gen- Complete technical and specification data 


eral, they should be considered where all-iron or brass-trimmed iron on these valves ere given in Chrevier AD- 
2313. Ask your Crane Representative for 
a copy, or write to address below. 


C RAN x VALVES & FITTINGS 


PIPE © PLUMBING « HEATING « AIR CONDITIONING 
Since 1855—Crane Co., General Offices: Chicago 5, Ill._— Branches and Wholesalers Serving All Areas 
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Korea, Formosa Strait, and Lebanon are instances 
where our “small war” maneuverability and flex- 
ibility played an important role. To reduce our 





conventional forces in order to concentrate sole- 





ly on possible nuclear wars of the future is 





dangerous. 


On the revenue side also, the fiscal 60 budget 
can be questioned. The government’s financial 
experts anticipate $76.5 billion from present taxes 
—and another $600 million from new taxes. 

In fiscal ’59, the estimates are for receipts of 
$68 billion. The additional revenue in the forth- 
coming budget, then, is $9.1 billion. And this 
nay prove to be way off base before June 1960. 

Despite the fact that the Industrial Production 
Index has pulled up 16 points from its recession 
low of 126 and the Gross National Product is 
heading upward, industrial unemployment is still 
high. 

The latest report showed 4.1 million out of 





97 


work—a 275,000 increase over the previous 





month. Of course, this figure is 25% lower than 
the high point of unemployment in June 1958, but 
it still represents a large number of people who 
cannot pay taxes. It remains to be seen how 
quickly this number will be sharply reduced. 


On another front, there’s bound to be sharp op- 
position from many Senators and Representatives 
to new taxes. The President declares, “with . . 
forces of economic recovery at work today, I have 
confidence that our revenue estimate is sound 
and will be attained.” But this confidence may 
easily be dissipated before Congress completes 
its hearings, investigations, and approval of the 
budget. On the one hand, it wants to keep taxes 
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Improved Metal-To-Glass 


Alloy Holds Seals Tight 
Against Hydrogen 
at 250 Pounds Pressure 


Development of Clare’ Mercury-Wetted Contact Relays 
aided by special gas-free Driver-Harris +152 Alloy 


For all kinds of high-speed switching machines and devices 
which demand accuracy and dependability of the highest 
order, this new Clare Type HG Relay offers a combination 
of high speed, high current-and-voltage capacity with re- 
markably uniform long-life performance. It has a con- 
servative life expectancy of more than a billion operations 
when operated within its ratings and can be driven at speeds 
up to 100 operations per second 


Driver-Harris Alloys at work in Product Advancement 


In this cutaway view (2°4 x) a magnetic switch, her- 
metically sealed in a high-pressure hydrogen filled glass 
capsule, and a coil, are enclosed in a steel vacuum tube 
type envelope. The switch forms the core of the coil which 
provides the magnetomotive force for operating it. 

The glass enclosed switch is very compact and small 
(5/16” diameter x 2” long) yet its handling capacities of 
5 amperes and 500 volts maximum are truly remarkable. 

These features of its construction make this possible. In 
the switch segment, the platinum contact surfaces are 
wetted and protected from electrical and mechanical 
erosion with mercury by means of a capillary connection 
to a mercury reservoir below the contacts. In addition, the 
high hydrogen pressure enables the contact gap to with- 
stand a high voltage gradient without breakdown. 


i 
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Keeping the gas from leaking posed a production prob- 
lem. The specifications for the lead wires at the top of the 
switch and the tubular vacuum stem at the bottom were 
stiff. 1. Gas-tight seal against hydrogen at 250 PSI. This 
was difficult. 2. Perfect match to thermal expansion char- 
acteristics of the glass. 3. Good ferromagnetic properties. 
4. Exceptional surface bonding properties since the per- 
missible maximum 5 ampere 500 volt limits are dictated 
rather by factors relating to heating of the metal-to-glass 
seal than the current handling capacities of the contacts. 

Driver-Harris was called upon to produce such an alloy 
and succeeded in developing a special gas-free nickel-iron 
alloy No. 152 which meets all these requirements to the 
complete satisfaction of Clare Engineers. 

Do your engineering and product development plans 
hinge upon a special alloy — why not discuss it with Driver- 
Harris. We have, since 1899, produced 132 special purpose 
alloys in just this fashion — in answer to a particular prob- 
lem and extraordinary specifications. We have a special 
bulletin on Sealing Alloys if you care to have one. Your 
inquiry is awaited C. P. Clare & Co., Chicago, Il. 

*T.M. Reg. U.S. Pat. Off. 
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DRIVER-HARRIS’ COMPANY 4 


HARRISON, NEW JERSEY ~ BRANCHES: Chicago, Detroit, Cleveland, Louisville 


Distributor: ANGUS-CAMPBELL, INC., Los Angeles, San Francisco In Canada: The 8. GREENING WIRE COMPANY, Ltd., Hamilton, Ontario 
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down... and on the other, it wants to keep our 
military strength at a peak. 

Mr. Eisenhower's concept of a balanced budget 
which would lead to reduced taxes is dear to the 
heart of every businessman. The increase in the 
public debt from 272.8 billion in fiscal 1956 to an 
estimated $285 billion in fiscal 1960 is enough to 
make anyone’s hair stand on end. A balanced 
budget is a sound business practice and the means 
of attaining financial solvency over an extended 
period of time. 











But to balance the budget at all costs—while 
overlooking or avoiding expenditures that are 
vital—is a solution that few businessmen would 
choose. For the path towards American economic 





progress must be paved within the framework of 





our domestic social progress and international 





military security. 





Thus the cutting of spending for housing pro- 
grams from $751 million to $386 million might 
save a little money but it also means that thou- 
sands of American men and women will be ill- 
housed still another year. And the proposed 5000- 
man drop in the strength of our Air Force will 
certainly save money—but at the same time it will 
also mean that our air arm is that much less pre- 
pared for an emergency. The old cliche “You 
can’t have your cake and eat it too” is applicable 
here. 

For these reasons, President Eisenhower's 
balanced budget is unrealistic. It’s quite unlikely 
that it will pass through Congress unscathed— 
and quite probable that our federal government 
will again be in the midst of deficit spending be- 
fore the end of the 1960 fiscal year. At Jeast, that 
is how it shapes up now with the Democratic-con- 
trolled Congress about to go to work and beef up 
the budget. 
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Factory Branches in Boston cago, Shreveport, lo., San Francisco and Portland, Oregon 
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The P.A.'s Outlook 


@ Optimism Noted In 
Survey of P.A.'s 


@ 77% Predict Better 
Business by April 


@ N.A.P.A., Local Assns. 
Report Improvement 


A NEW WAVE of P.A. op- 
timism in the short-term econo- 
mic outlook swept the PURCHAS- 
ING Magazine Business Confi- 
dence Index up to 110 in Feb- 
ruary. 

This 12 point 
chalked up as 77% of the pur- 
chasing agents felt that busi- 
ness conditions in April would 
be better than they are today. 
This important business indi- 
cator is now only one point be- 
low the record notched last Oc- 
tober and November. 


upsurge was 


Inquiries Up 

For instance, one P.A. for a 
machinery plant in upper New 
York State notes “our inquiries 
and bidding are up. We've 
added new products and repeat 
customers are ordering more 
frequently.” 

A midwestern manufacturing 
company P.A. says “our busi- 
ness will be very good in 1959. 
And it will be even better in 
1960.” 

A purchasing director for a 
soft-goods company calls this 
period “the second transition 
after World War II. Again we’re 
going to have to supply a great 
consumer demand.” 

Surveys by associations of 
P.A.’s bear out this optimistic 
trend. The business survey re- 
port of the National Association 
of Purchasing Agents and the 
Chicago, Cleveland, Alabama. 
and Canadian local associations 
are all generally optimistic. 

Says the N.A.P.A.: “Pur- 
chasing executives agree that 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 


120 


. . 


, * 


115 
110 
105 
100 
95 
90 
85 


g0 & 





INDEX 





A 12 point rise in the Purchasing Magazine Business Confidence Index 


brought this sensitive indicator up to 110 (1958=100). This means that 


ur- 


chasing executives are extremely optimistic about the short-term business 
outlook. Seventy-seven percent of the P.A.’s queried believe their com- 
panies will experience better business conditions in the next three months. 


the bottom of the recession is 
behind us and we are well on the 
way to good economic recovery.” 

3ut the association warns, 
“most do not look for a boom, 
but rather favor the gradual 
build-up philosophy ... Antici- 
pation of this (steel) strike and 
a possible inventory accumula- 
tion program preceding it may 
be a factor in leading 54% of 
our members to believe that 
most improvement will occur in 
the first six months.” 

The Chicago group reports 
“companies reflect a middle-of- 
the-road course in most cate- 
gories, with no significant ups 
or downs.” 

But the association’s report 
is nevertheless optimistic. Two- 
thirds of the members thought 
business would be better in the 
first quarter of 1959 than it 
was in the last quarter of 1958. 
And only 27% thought it would 
be worse. 


The Cleveland association 


says “the trend toward increas- 
ing inventory continues.” 
And it also paints “a brighter 
employment picture.” 

Among the comments from 
members of the Cleveland group 
are: “There is still a strong feel- 
ing of optimism for the future 
in 1959”—and “1959 appears to 
have promise of a good year, if 
steel and aluminum contracts 
are signed and no strikes occur 
in major industries.” 


Price Reductions 


According to the Alabama as- 
sociation, 1959 will see a large 
number of price reductions. 
These will come from both do- 
mestic and foreign producers, it 
believes. 

Canadian P.A.’s gave an over- 
whelming response of “better” 
to the question: “How will ’59 
business compare to ’58?” They 
report good news in production, 
employment, and new orders. 





Twenty-four hours per day—for 35,000 continuous hours since 1955— enormous steel! 
straws have been drinking up and re-filling an ancient ice-age lake. It's happening at 
Atikokan, Ontario, where beneath millions of tons of glacial silt at the bottom of Steep 
Rock Lake, a vast treasure trove of iron ore has been found. In the Spring of 1960, when 
the last of the silt has been removed and the lake emptied for the last time, mining 
will begin. At peak operation the new mine will furnish 3 million tons of ore a year to 
Inljand’s blast furnaces. This is another giant step in Iniand’s long-range expansion 
program to meet the growing needs of industrial Mid-America, now and in the future. 


building today, with an eye to tomorrow 


Cn 
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2 ®@ Other members of the Inland family 
INLAND STEEL COMPANY <INLAN , JOSEPH T. RYERSON & SON, INC. 
30 West Monroe Street - Chicago 3, Illinois Thad INLAND STEEL PRODUCTS COMPANY 
Sales Offices: Chicago - Davenport - Detroit - Houston INLAND STEEL CONTAINER COMPANY* 


ma hi ee INLAND LIME & STONE COMPANY* 
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Price Trends 


e@ Copper Stocks Rise 
As Supply Improves 


@ Lead, Zinc Buying 
Moderate, Cautious 


ry 
T ue turn of the year brought increased 
activity to the metals markets. Purchasing 
agents stepped up their buying and brought 
new life to the trading arenas. 

This is the picture in some of the major 
commodities: 


Copper: Copper production is currently out- 
running demand, putting P.A.’s back in the 
driver’s seat. This comes as the result of the 
settlement of the labor disputes that had been 
disrupting the copper industry. 

In the latest report of the Copper Institute, 
world copper stocks rose over 22,000 tons in 
December to 258,874 tons. The increase was 
the first since last April—when inventories of 
the red metal were at a record 501,166 tons. 
tefined production last year totaled 2.8 mil- 
lion tons, while deliveries to consumers were 
slightly larger 


3] ~—s | 
2.9 million tons. 


Lead: An improvement in demand for lead 
has not developed yet. Thus only moderate ton- 
nages have been moving for both prompt and 
advance shipment. Producers have cut prices. 

However, most P.A.’s are still following a 
cautious buying policy. The U.N. conference 
this month on export controls might result in 
an agreement that could straighten out the 
confused and erratic worldwide lead situation. 


(Turn Page) 
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Wholesale Commodity Prices 
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Because exceptional resistance to corrosion is needed... 
57 miles of Rome Synthinol 901 building wire 
installed in just one major oil refinery 


Under actual working conditions at a 
major oil refinery in Southern Cali 
fornia, Rome's Synthinol 901 outper 
formed every other building wire 
tested. The other wires included regu 
lar TW, neoprene-covered, and braided 
rubber-insulated building wires. Lead 
covered wire was also tried; and it was 
entirely satisfactory except for the ex 
cessive cost and handling problems. 

Rome's Synthinol 90L was used ex 
tensively for the low-voltage wiring 
in this refinery because of its proven 
resistance to moisture, oil, and corro 
sive vapors — environmental hazards 
common to refinery operations. These 
low-voltage applications — 600 volts 
and under—include not only control 
circuits but also the general wiring of 
office and warehouse buildings and re 
finery equipment 


Plant and oil refinery engineers have 
also found that Synthinol 901’s supe 
rior heat deformation resistance makes 
it particularly applicable in locations 
where greater than normal heat con 
ditions exist. In fact, it’s now being 
used in place of Type TA asbestos 
covered wire in panel boards and 
switchboards where high temperatures 
are known to occur. Rome's Synthinol 
901 has proven to be an entirely satis 
factory and economical solution to the 
exacting demands of this type applica 


ROME 


cc © 8 


P O R A T 


tion. Try Rome’s Synthinol 901—under 
your own operating conditions—and 
see for yourself how well it performs. 
Youll find it’s ideal for low-voltage 
circuits in refineries, chemical plants, 
and similar installations where elec 
trical wiring is exposed to corrosive at 
mospheres. 

Specify Rome’s Synthinol 901 for 
your next job. Contact your nearest 
Rome Cable representative for more 
information—or write to Dept. 321, 
Rome Cable Corporation, Rome, N. Y 


CABLE 
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Price Trends 








Steel Scrap Fuel Oil 


heovy melting Pitt + + + , ‘ 5 j r NY 























Zinc: A greater number of purchasing agents 
for galvanizers and die casters were in the 
market for zine last month. Most sales are be- 
ing made on a firm price basis. 

Refined zinc stocks fell 1,507 tons in De- 
cember. Total stocks are now around 190,000 
tons, according to the American Zinc Institute. 
The decline marked the fifth successive drop 
since the all-time record of 257,911 tons was 
notched in July 1958. 











Tin: P.A.’s for tinplaters have been placing 
increased orders for both near and forward 
deliveries. Some orders for carload quantities 
have been received for as far ahead as May. 

However, tin sales haven’t been as lively as 
had been anticipated. But despite the slow 
start, it looks like consumption of pig tin this 
vear will still exceed that of 1958. 





Aluminum: December 1958 production of 
primary aluminum rose around 8% above the 
previous month. Total output in December 
was more than 150,000 tons, which brought the 
total for 1958 to about 1.5 million tons. The 
second half of the year—with improved busi- 
ness conditions after the recession—saw more 
sales to purchasing agents than the first half. 

The current production level is roughly 150,- 
000 tons monthly. If this level holds through 
out 1959, it would indicate a yearly production 
of around 1.8 million tons. 














Fuel Oil: Although the price of No. 6 fuel 
oil delivered by barge to New York City is still 
$2.45 a barrel, that price may not last too 
much longer. Prices at Southwest refineries 
have been advanced 10 cents a barrel, making 


+ 


Cotton 


15 16. New Orleans 
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the starting quote at Galveston for this in- 3 1 
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dustrial grade $1.80 a barrel. 
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Witttam G. Wacrermire, Chief Products Engineer, Lamson & Sessions, says... 


Your interest... 
and ours... 

is “assembled 
product cost” 





Many fastener users think only in 
terms of unit price. Actually, labor costs of 
assembly are usually 3 to 4 times the price 
of the fastener itself. 


Your job, and ours, is to find practical 
ways to cut your “cost of assembled product”. 
To do this, we frequently hold meetings 
with purchasing personnel, design engineers, 
standards engineers, and quality control 
people at our customers’ plants. 


By means of charts and slides, we 
show how to simplify types and sizes of 
fasteners used, which reduces purchasing and 
inventory costs. We guide them in selection 
of thread classes to meet different material, 
tapping and assembly problems. We often 
suggest ways to improve strength and cut 
costs —by substituting a smaller high carbon 
fastener for a larger size, low carbon type. Or 





we may suggest redesign of a bolted assembly 


to use standard instead of special fasteners. 


Take advantage of this no-charge Le S 
service. Call or write us for an analysis of 


your fastener problems. 
L&S Fastener Engineering 
helps you “tighten up” on... 


@ PURCHASING COSTS 
@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 


7 LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 





Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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@ Inventories Steady; 
Sales Continue to Rise 





[ NvenTorRY book values held steady in No- 
vember, according to the latest Commerce 
Dept. report. Sales continued to rise and new 
orders were maintained at the same rate as 
the previous month. 

Inventories were virtually unchanged for the 
second consecutive month, following a long 
decline. But sales showed an increase, stem- 
ming primarily from the durable goods group. 
The more-than-seasona] increase in durables 
deliveries was caused largely by motor vehi- 
cles producers, who were no longer hampered 
by work stoppages. 

New orders for durable goods were up 
slightly, with electrical machinery and trans- 
portation equipment setting the pace. However, 
these gains were partially offset by declines 
elsewhere. 

The volume of new orders exceeded sales 
for the month by $300 million. 














Manufacturers’ Sales 
Seasonally Adjusted (Millions of Dollars) Oct Nov 
All Manufacturing Industries 
Dvrable-goods industries 
Primary metol. . 
Fabricated meta! 
Machinery . . 





Nov. (p 
28,064 27,221 2 2 27,627 
13,932 13,548 2,72 2 13,393 
2,156 2,065 2,182 2,103 
1,429 59 1,553 





4,175 ? 9 3,978 
Transportation equipment 


3.255 
Lumber and furniture 


3,121 
880 


6 


Stone, clay, and gloss 


Nondyrable-goods industries 
Food and beverage 957 13 4,319 4,403 
Tobacco 72 ? 
Textile........ 

Poper.. . 

Chemicol-. . 

Petroleum ond coal 

Rubver.... 


14,234 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manutocturing industries 
Durable-goods industries 
Primary metol. . 


54,103 2 4 ; 49,339 
31,754 28,0 4 ‘ 27,906 
4,356 7 O4 4.063 
3,143 177 2,849 g 2,894 
10,583 22 9 A 9,026 8,931 


Fabricated meta! 
Machinery 
Transportation equipment 


1,919 ‘ y : 6619 
Lumber and furniture 


1 880 742 729 72 1,738 
Stone, clay, and glass 1.973 219 
Non-durable goods inc ustries 

Food ond beverage. . 4.725 4." ‘ 4,732 

Tobacco 1.980 B38 1,862 


2,625 2,62 9 2,41 2,456 


22,349 22 yO 21,35 21,248 21,405 21,433 


Textile 
Paper... 1,423 ? ‘ 23 1,418 
Chemical 3.732 } 14 ‘ 3. 166 
Petroleum ond coal 3.623 ’ ; > 318 

Rubber 1,097 024 29 n.a 
Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 

All manufacturing indusiries.................. see 26,226 26,030 26,096 
Durable-goods industries... . ee ie : 


; 12,:54 12,362 12,177 
Nendurable-goods industries . peemais er on 14,072 13,668 13.919 





) Revised (p) Preliminary 
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GROUND 
MULTIPLE 
THREAD 
MILLING 
CUTTERS 


FORM RELIEVED 


MILLING CUTTERS 









. Newest Materials and Methods- 


TOOLS 


Plus the Toughest “Proving Ground” in Industry 


What makes one tool better than another? Most engineers boil it down 
to these three factors: (1) careful selection of the newest tool materials, 
(2) proper tool design, (3) accurately controlled heat treatment. 


Continental is constantly testing these three factors in one of the 
toughest tests in industry: the rugged day-in, day-out torture of 
actual production in Ex-Cell-O plants. 


The results of Continental engineering and testing will be evident 
in your own cutting tool operations. Call your Ex-Cell-O representa- 
tive or contact Continental direct. 





4 


} 


finantg| soos ween: 


Division of Ex-Cell-O Corporation, Detroit 32, Mich. 


| 
On 








ffman, Materials Manager, left 
ught Aircraft, Inc specifies 


Scott Towels 


scott Towels—used for three years at 
Chance Vought—save the company 


30 to 40 per cent in the important cost item 
of paper towels 


Checked your towel costs lately? Not only purchase price, but y 

all costs. How about the wasted portions of roll cloth towels, 

the extra la r expense? Do your employees tear off SCOTT PAPER 
three to five feet of paper roll towel and use only a third of it? 

Do they use two or more individual paper towels when a 


ingle Scott UHA Towel with greater absorbency will dry both 


Scott UHA Towels 
Scott Multifoid Towels 


hands and face? Your Scott distributor can show you how 


Scott Towels save money in many ways. Check the Yellow Singietoid Towels 
Pages under “Paper Towels” and give him a call. 


ScotTissue 
Distributed through the leading pape erchants of America 
g 
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Extra holding power, no extra price, 
with UNBRAKO pHd* socket cap screws 


*pHd stands for ‘proper head design” — a factor in higher product reliability 


Enlarged head diameter, without change in head height, increases usable 
fastener strength as much as 134%, provides as much as 233% more holding 
power. The greater clamping force achieved with the new UnsrRAko pHd 
means longer fastener life under dynamic loads, offers the following 
advantages: 





UNBRAKO CONVENTIONAL 
“pd” SOCKET CAP SCREW 


@ Miniaturization. Space and weight-saving through use of smaller diameter or 
fewer screws. The 170,000-190,000 psi of these fasteners can be used to greater 
advantage. 

Reduction of fatigue failures. pHd allows consistently higher preloading, a 
major factor in lengthening the fatigue life of threaded fasteners. 

Fewer loosened threaded fasteners under shock or vibration. 

Eliminates washers under the heads of cap screws where they are used to in- 
crease the effective bearing area. 


YY 


@ Minimizes effect of oversized holes on the head-bearing area. 

The head diameter, enlarged on %e6, “16, “et, 5, 34, % and | in. sizes, also 
prevents the screw head from indenting the material being assembled—a 
fault that normally reduces,and sometimes completely loses, the vital preload 
— or tensile stretch that keeps the screw tight and prevents fatigue failure. 
ag Se pHd also provides room for a bigger socket, which permits tightening to 
higher recommended preloads. 











COMPARISON OF UNBRAKO pid AND CONVENTIONAL DESIGN 


Each size can now be utilized with equal reliability. The bearing stress is consistent from size to size in the new Unsraxo pHd socket cap screws. 





r 


| HEAD DIAMETER BEARING AREA LOAD TO INDENT TZ, INCREASE| TIGHTENING TORQUE 
voy (in.) (sq. in.) IN CAST IRON (ib.) USABLE (1b.-in.) F 
pid Old pHd Old pHd =| STRENGTH Old pHd 








375 041 4} | 28( 3,280 | 165 180 
468 047 07; 3,760 5.760 =| 325 360 
562 102 2 50 8,150 ~ 600 660 


625 656 116 } 9,271 11,800 1.000 1,04¢ 
150 150 188 ! 15,000 . 1,450 1,590 
81; 843 209 27s } 19,700 | ! 2,050 2,270 
875 937 203 16,200 24,400 | l 2,900 3,190 

1.000 1.125 223 17,80( 34,600 | 5,050 5,600 

1.125 1.312 254 : 20,300 47,500 134 8,000 8,900 

1.312 1.500 364 9 1 62,800 11 10,550 13,600 














{Normal recommended seating torques for unplated screws, fine threads tAvailable as a special only (listed for dimensional data ) 


The new UNBRAKO pHd socket head cap screw is now available through all 
authorized industrial distributors at no increase in price. Specify UNBRAKO 
High Rel iability pHd w hen ordering. For technical data and specifications, send for Bulletin 
2406. Unbrako Socket Screw Division, STANDARD PresseD STEEL Co., 


> ; 2 » 
; »W a. 
SPS research is continually de- Jenkintown 31, Pa 


veloping fasteners with higher 
and higher standards of predict- 
able performance. By installing We also manufacture precision titanium fasteners / 

SPS high reliability fasteners in / write for free booklet 
your assemblies, you increase 
your overall product reliability. 





**High Reliability’ is a booklet Jenkintown e Pennsylvania 
just published by SPS. Write for 
vour copy today. 





Standard Pressed Steel Co. © The Cleveland Cop Screw Co. e 
Columbia Steel Equipment Co. e National Machine Products Co. 
e Nutt-She!l Co. e@ SPS Western @ Standco Canada ltd. e 


e 


Unbrako Socket Screw Co., ltd 
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Electrical maintenance 
made easier with 
3-way STABreaker 
Flexibility 





TABreaker for 


STABreaker for Bus Duct Plug-ins 


With STABreaker, one inventory is all you need to meet all your circuit 


breaker requirements... whether it’s for AB-I's, for Power and Lighting 


Panelboards or as Bus Duct Plug-ins. The only “plug-in” type AB breaker 
STABreaker 


provides greater freedom than ever before in 


that can be used interchangeably in all three applications 
Saves you time and effort 
changing ratings and systeins (from single-phase to three-phase 


Fe 


reduces 


inventory...simplifies installation. Immediate “over-the-counter” STABreaker 
ugh 400 amps in 
only two standard enclosures. Lighting and power panelboards up to 600 amp 


availability from your local distributor. AB-I's from 15 th 


mains, 400 amp branches in only four enclosures. Bus Duct Plug-in ratings 
from 15 through 100 amps. Write for detailed Bulletins 1-155 and 1-160 
Federal Pacific Electric Company, General Offices: Newark 1, New Jerse 


FEDERAL PACIFIC ELECTRIC COMPANY 
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Firth Sterling ... 


PIONEER IN PO\ 


AND MOLTEN 


Only Circle C is quality controlled 
by impact testing 


Every Circle C High Speed tool bit is tested under 
impact to make sure you get the best bit that can be 
made. This is the final test in a series of quality con- 
trol checks made during each stage of production, 
from Firth Sterling’s exclusive double melting process 
to the finished bit. 

Being double melted, Circle C has greater ho- 
mogeneity that assures toughness and consistent per- 
formance, delivers cutting capacity far beyond that 
of ordinary high speed steels. With Circle C bits you 
can use higher operating speeds, obtain longer tool 
life and increase your production. And the practical, 
well balanced composition gives Circle C unusual red- 
hardness and wear resistance, provides ONE grade 
for almost all your machining operations. 





Circle C is one of a family of outstanding high 
speed steels, including Van Chip, Blue Chip and 
Star-Mo, accepted throughout industry for reducing 
machining costs today. All are evidence of Firth 
Sterling’s metallurgical leadership—a background of 
over 68 years of research and development. 

+ * * 

For assistance with your metallurgical problems, 
powder or molten, simply call your nearest Firth 
Sterling sales office or distributor. For complete in- 
formation on High Speed tool bits—and the new 
Circle C throw away inserts—write for descriptive 
bulletin TBI-57: FIRTH STERLING, INC., Dept. 
71B, 3113 Forbes St., Pittsburgh 30, Pa. Offices and 
warehouses in principal cities. 


“Your Future is Great in a Growing America” 


PRODUCTS OF Fisth Sterling METALLURGY 


HIGH SPEED STEELS + TOOL & DIE STEELS + 
SINTERED TUNGSTEN CARBIDES «+ 
ZIRCONIUM « 


For More Information Write No 


STAINLESS SPECIALTIES + 
HEAVY METAL «+ 
STERVAC & STERCON SUPER ALLOYS 


HIGH TEMPERATURE ALLOYS 


CERMETS + CHROMIUM CARBIDES 
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METALLURGY 


Washington Report 





e@ SBA Survey Indicates 
Gov't. Buying Changes 


[Tue DEPARTMENT of De- 
fense is under pressure to give 
“small business” a better break 
in its contracting policies 

The Small Business Administra- 
tion made a survey of the con- 
tracting practices of nine big mili- 
tary prime contractors. It found 
what it considered glaring weak- 
nesses in the pattern of subcon- 
tracting. 

As a remedy, the SBA wants 
to assign a full or part-time repre- 
sentative to the largest military 
prime contracting plants. Another 
suggestion is that smaller con- 
tractors who want to bid should 
get such an opportunity. If this 
makes the bidders’ list too large, 
then it feels a_ rotation 
should be used. 

It is also suggested that plenty 
of time be allotted for the prepara- 
tion of bids—with quantities, 
specifications, and delivery sched- 
ules worked out that are suitable 
for small business. This, of course, 
would entail more work and more 
responsibility for the purchasing 
agent. 

Still another proposal is for a 
small business liaison officer of 
the prime contractor to sit in on 
all the decisions whether to 
“make or buy.” 

These suggestions were 
sidered so controversial that they 
were circulated by the Depart- 
ment of Defense to the military 
services in order to get their re- 
actions and advice. Based on these 
reactions, the Department of De- 
fense will develop its official posi- 
tion—and let it be known to the 
Small Business Administration. 
Behind all this maneuvering is 
the military’s need of justifying 
its buying practices to Congress 

One major problem: the prime 
and subcontractor chain has be- 
come so jumbled, with the emer- 
gence of new technologies, that 
everybody is a bit uncertain what 
changes could be made in the 
Armed Services Procurement 
Regulations. To illustrate this 


system 


con- 
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jumble—in weapon system pro- 
curement, there are some primes 
whose only function is manage- 
ment and other primes who have 
a much smaller share of the total 


contract than one specific sub 


Helping Small Business 


The SBA is also setting up a 
program to help small business 
buy or lease government-owned 
property. A Property Sales and 
Disposal Division has 
created, as part of “Procurement 
Technical Assistance.” 

SBA will not sell anything 
GSA will sell the real estate and 
the various government agencies 
will continue to sell as they have 
been. 

What the SBA will do is take 
up complaints by smaller con- 
cerns that feel they have been 
barred from buying government 
property. In the case of timber 
lands and mineral rights, the ap- 
proach will be to reserve some 
tracts for small business. 

Most personal property—like 
office equipment—has been going 
to smaller concerns, so this is no 
problem. But there is expected to 
large number of surplus 
airframe plants due to the switch- 
over to missiles, and there is no 
clearly defined approach on how 
to handle the disposal of such 
plants. Wherever possible, SBA 
will work out a program for sev- 
eral smaller companies to share 
plant floor space in these surplus 
plants. 

One of the by-products of the 
present efforts to make SBA more 
effective on behalf of small buy- 
ers will be a more realistic defini- 
tion of what constitutes a small 
Until now, there has 
been this loose yardstick: to qual- 
ify as a small business a company 
must employ less than 500 people. 
Obviously, this is not realistic, 
foundry with 500 em- 
ployes is a large one while an 
auto plant with 500 is small in- 
leed. 

The first industry to be con- 
sidered was the lumbering in- 
Here the SBA proposed 


been 


be a 


business. 


since a 


dustry 


@ HARDINGE COLLETS e HARDINGE COLLETS e HARDINGE COLLETS © HARDINGE COLLETS @ HARDINGE COLLETS HARDINGE COLLETS @® HARDINGE 





for 


LATHES 
ai MILLERS 


Hardinge draw-in collets are specified 
for 


LATHES: American, Hardinge, LeBlond 
Hendey, Monarch, Logan, Sheldon 
Springfield, South Bend, Sidney and 
others 


MILLERS: Ames, Bridgeport, Brown & 
Sharpe, Cincinnati, Hardinge, Kearney 
& Trecker, Sheldon, Van 
Pratt & Whitney and others 


Norman 


One Source of Supply for 
ill your Collet requirement 


means Purchasing Economy 


( omplete range of size 


round he \avon square 


Shop Proved 


for Over 65 Years 


FREE! 


“How to Order 
Collets”’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently 
Located Stocks in 


Atlanta, Boston, Chicago, Dayton, Detroit, Elmira 
Hartford, Los Angeles, New York, Philadelphia 
Seottie, Portiond, Minneapolis, 
Lovis, Toronto, Montrea 
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Bridgeport Ultra Fine Grain Brass 


...and more profit in your product! 


Clear, polished or painted, ‘‘Dardevle’’ fishing lures, 
made by Lou J. Eppinger Mfg. Co., Detroit, Mich., 
are world famous for their deadly, sure-fire allure. 

There’s more than one reason for this magic appeal. 
But to designers and production men, the most im- 
portant is the Bridgeport Ultra Fine Grain Brass 
from which the lures are made. This ductile, easily 
formed brass provides superior surface properties 
which help cut finishing costs to the bone. 

In Eppinger’s case, for instance, some of the lures 
are clear polished and lacquered. Others are hand- 


painted. Ordinarily, these two different operations 
would call for two different types of metal. But, by 
using Bridgeport Ultra Fine Grain Brass, the same 
material can be used for either finish, an important 
purchasing saving. 

If you’re fishing for ideas on how to reduce your 
strip metal finishing costs, cast a line in Bridgeport’s 
direction. Call your nearby Bridgeport Sales Office 

. or write direct for a copy of our Ultra Fine Grain 
Brass booklet, GRAIN SIZE, THE FOURTH DIMENSION. 
Dept. 3703 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Connecticut « Sales Offices in Principal Cities 


Specialists in Metals from Aluminum to Zirconium 


For More Information Write No 
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Washington Report 





that 250 employes in the firm be 
the dividing mark between big 
and small. 

This proposal was submitted to 
the industry, with a variety of 
reactions. Some said that 50 em- 
ployes would be a better dividing 
point and others agreed with the 
250 figure. 


e@ Congress to Probe 
Military Purchasing 


Due tc the advanced tech- 
nologies involved in modern 
weapons, the military has relied 
increasingly on a weapon system 
approach to contracting. Essen- 
tially this has meant that one or 
several companies have been 
chosen as weapon system man- 
agers of a specific weapon. These 
managers do the major portion 
of the contracting for assemblies 
and subassemblies 

This system has aroused Repre- 
sentative Carl Vinson, chairman 
of the House Armed Services 
Committee, and Representative F. 
Edward Hebert, a member of his 
committee. Their complaint is that 
the military has abandoned the 
administrative responsibility over 
the second and third tier of con- 
tracting in modern weaponry 
They feel this should be investi- 
gated. 


The Weapons System 


Congressman Hebert has been 
named chairman of an Investiga- 
tions Subcommittee, with the an- 
nounced intention of looking into 
the wisdom of the weapon sys- 
tem approach to buying. Another 
target will be the volume of nego- 
tiated bidding compared to the 
amount of advertised competitive 
bidding. Mr. Hebert has aiready 
made some investigations into this 
area. 

It is clearly recognized that ad- 
vertised bidding may not be pos- 
sible for highiy complex equip- 
ment. But the legislators believe 
that the military has been nego- 
tiating for off-the-shelf items and 
bulk supplies that could be bought 
on an advertised bid basis. —A. N. 
Wecksler 
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Printing sells 
what the shipper ships 


Clean, sharp printing makes 
traveling billboards of H&D 
corrugated boxes. Brand names get 
attention, merchandise moves faster. 
Is your shipping box making 

a colorful impression? 

Better see H&D. 


~~ HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 


AUTHORITY ON PACKAGING «¢ SANDUSKY, OHIO 
1S FACTORIES * 42 SALES OFFICES 
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»» CONTINUOUS PROCESSING 


CAMBRIDGE METAL-MESH BELTS help you beat today’s profit 
squeeze give you the low-cost production and high product 
quality needed for the competitive '60’s! 


Combined movement and processing means metal parts, foods, 
ceramics, or chemicals are processed faster, more uniformly with- 
out costly manual handling. High product quality is maintained 
because heat, cold or liquids flow through the belt and around the 
product for thorough treatment. Cambridge Belts save on operat- 
ing costs, too. Superior belt design and manufacturing techniques 
mean longer life, fewer repairs, lower operating cost. Belts can be 
made heatproof, coldproof or acidproof—in any mesh, weave, 
metal or alloy with any side or surface attachments. 

Have your Engineering Department call the Cambridge Field 

Engineer in your area. He'll be glad to discuss any aspect of 

Cambridge Belts—— from manufacture to installation and service. 


He's listed in the yellow pages under "Belting, Mechanical”. 
Or, write for FREE 130-PAGE REFERENCE MANUAL. 


“((Re The Cambridge Wire Cloth Co. 
Combnatgn DEPARTMENT AK se CAMBRIDGE 2, MARYLAND 


Manufacturers of Wire Cloth, Metal-Mesh Conveyor Belts, Wire Cloth Fabrications 
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) ORIGINAL 
; BELT 


WITH 


The U.S. PowerGrip “Timing™® Belt is one belt that 
delivers POSITIVE drive, non-slip performance all the 
time. During the eight years since it was patented by 
“U.S.” this “Timing” belt with teeth has been popularly 
referred to as the “T” belt. 


So indispensable has this “Timing” belt become that 
thousands of plants, girding for power and automation, 
are using the T belt. It not only gives non-slip perform- 


ance, it will never stretch and will outlast all others. 


Mechanical Goods Division 


Besides, it requires no lubrication, no maintenance. And 
since this belt requires virtually no initial tension at 
installation, think of how this prolongs bearing life. 
Your U.S. Power Transmission Distributor carries a 
full line of stock sizes, has the experience and engineer- 


ing know-how to help you convert quickly and easily. 
When you think of rubber, think of your “‘U. S.” Distrib- 
utor. He's your best on-the-spot source of technical aid, 
quick delivery and quality industrial rubber products. 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 
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In Canada: Dominion Rubber Company, Ltd. 
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Local Crucible personnel provide service in depth, Average warehouse staff is backed up by Crucible 


ranging from quick reports on steels available to Metallurgists who, although located at mills, will 
expert assistance with metal working problems. travel. 


maintains broad range 
of local customer services 


— ranges from in-stock deliveries to metallurgical research 


Here’s service in depth, made possible 
by Crucible’s integrated operation. It 
starts with in-stock deliveries of the 
steels you need and goes on to provide 
complete technical assistance for engi- 
neers, production, toolroom and main- 
tenance men. And the entire service is 
available from all of Crucible’s 31 
warehouses — 

(1) Deliveries from local stocks of 
16,000 specialty steel items, including 
all grades, shapes and sizes. 

(2) Basic specialty steel data — com- 
plete breakdowns on properties, char- 
acteristics, as well as machining and 
fabrication details. (Warehouse 
account salesmen can frequently rec- 
ommend the best steel for the end use.) 
(3) Metalworking assistance with un- 
usual machining and fabricating prob- 
lems — by trained, experienced sales- 
service engineers who specialize in tool 
steels, stainless, alloys. 

(4) Metallurgical research — help in 
developing steels for tomorrow’s more 
exacting applications from Crucible’s 
metallurgists, who will come to your 
plant on call. 


Here’s what one purchasing agent, 
recently had to say about this over-all 


service: “We need lots of help with new 
steels —ones we haven't used before. 
The reason we rely on Crucible ware- 
houses is because their men know the 
answers—or can get them for us 
quickly.” 

Why not simplify your own specialty 
steel purchasing problems by taking 
advantage of this integrated service? 
Crucible Steel Company of America, 
Dept. PBI13, Oliver Building, Mellon 


Square, Pittsburgh 22, Pa. 


STOCK LIST 


Keeps you up-to-date 
on local stocks of spe 
cialty steels. Just ask 
the Crucible salesman 
to place your name 
on the regular mail- 
ing list. 


One Source 
For All 
These Steels 





CRUCIBLE 











Denver e Detroit ¢ Grand Rapids « Harrisor 


Hous napolis ¢ Kansas City e Los Angeles ¢ Milwaukee 
Philadelphia e Pittsburgh ¢« Portland, Ore. « Providence r e Salt 


St. Paul e Syracuse « Tampa ¢ Toledo « Tulsa « T 


Crucible metallurgists will come to your plant, if 
necessary, to help engineers use new steels or 
metals like titanium. 


Sales service engineers’ experience with fabricat- 
ing, machining problems can solve toolroom and 
production problems. 


Truck drivers speed orders for over- 
night delivery to you or earlier if 
your order is an “emergency.” 


TOOL STEELS 


HIGH SPEED STEELS 


STAINLESS STEELS 


Teletype operators get direct reports on 
quantities available everywhere in the ware- 
house system from Crucible’s inventory- 
control computer room. 


FREE MACHINING STEELS 


ALLOY STEELS 


COLD ROLLED CARBON SPRING STEELS 
DRILL STEELS WELDING AND HARD FACING 'OD 
ALUMINUM EXTRUSION DIE STEELS PLASTIC MOLD STE<LS 


HOLLOW TOOL STEEL PERMANENT MAGNETS 


STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atlanta « Baltimor 


e Bost ¢ Buffalo e Charlotte « Chicago « Cincinnati ¢ Cleveland e ( 
> © New Haver 
Lake City ¢ San Francisco « Seattle « Springfield 








FITTINGS 
I (=1=Te| NOT 


Delay You 


Midwest Can Make and Deliver 


An exclusive and flexible manufacturing process 
enables us to make welding fittings of any material 
available in plate that can be worked and welded. 
As plate is more readily available than pipe, in 
special materials and thicknesses, deliveries are 
much better. 


Elbows with special included angles, special tan- 
gents, special wall thicknesses and of special 
materials are easily and promptly made. Closer 
tolerances are inherent in the Midwest process. 
Quality control aiways exceeds code requirements 
... can be as comprehensive as you need. 


Whether or not you use specials, Midwest Welding 
Fittings will do a better job for you. Consult your 
distributor, or write us for new Bulletin 5801. 


MIDWEST PIPING COMPANY, INC. 
Main Office: St. Lovis 3, Mo. (P. 0. Box 433) 
PLANTS. ST. LOUIS LIFTON, N. J. and LOS ANGELE 

SALES OFFICES: 

Asheville, (Box 446, Skyland, N.C.) ¢ Atlanta 9—72 Lith St. NE 

Boston 27 —426 First St. + Chicago 3—79 West Monroe St. 

Cleveland 14—616 St. Clair Ave. «© Houston 2—1213 Capitol Ave. 

Los Angeles 33—520 Anderson St. ¢ Miami 34—2103 Le Jeune Rd 

New York 7—50 Church St. e¢ Pittsburgh 19, Pa.—437 Grant St. 

San Francisco 11—420 Market St 


uv E. ist St. 
STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 


18” 0.D. x 14" wall 90° elbows (24% chrome 4% moly) 
being sized in compression by totally enclosing dies. The 
exceptional dimensional accuracy that results is possible 
only with the Midwest process. 





1} ad 5 OF FN * | 


WELDING 
FITTINGS 







I — 


Entire interior and exterior surfaces of special stainless elbows for nuclear power 
plant are inspected with dye penetrant in search of microscopic surface imperfections. 
Elbows are 16” 0.D. with 102° included angle and long tangent on one end. 


Note the exceptionally long 
tangent on one end of this 36” 
0.D. 90° short radius elbow 
made of special carbon steel. 
Similar tangent could have 
been provided on other end 
if required. 





Interior surface of 30° 0.D. stainless steel welding elbow for liquid sodium nuclear system 
required a finish of 125 micro-inches or better. 













IMPROVE 
PIPING DESIGN 
and REDUCE COSTS 








custom quality...quantity prices! 


An amazing combination, but it’s true. Ackermann 
supplies superior steel stampings at extremely 
attractive prices. 

That’s because Ackermann has modern equip- 
ment...metallurgical and engineering specialists 
...expert craftsmen...and a sure source of steel. 
In fact, everything that is needed to bring you 
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the finest, most economical stampings possible. 


Ask your Ackermann representative to show you 
how Ackermann can job-engineer stampings to 
improve your products...and save you money, 
too. Ackermann. Manufacturing Company, sub- 
sidiary of Wheeling Steel Corporation, Wheeling, 


West Virginia. IT’S WHEELING STEEL 


For More Information Write No. 176 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





AIR COMPRESSORS 


A four-color 12-page catalog describing unit-type 
air compressors. Bulletin SG-2 covers G single-stage, 
YS single-stage, and YC two-stage compressors 
ranging in size from % to 15 horsepower. Illustrated 
with halftones and cutaway photos, it has compre- 
hensive specifications and dimensions of the three 
different models. 

Westinghouse Air Brake Co. 


Write No. 1 on Inquiry Card—Page 32 


ALUMINUM FORGINGS 


The 36-page booklet discusses aluminum equipment, 
products, and services. In three well-illustrated sec- 
tions, it describes the array of facilities needed to 
produce various kinds of forgings. Also listed are 
properties and kinds of aluminum forgings, along 
with pictures of typical examples and charts of per- 
formance characteristics. 


Aluminum Company of America 
Write No. 2 on Inquiry Card—Page 32 


GAS CYLINDERS 


Contains facts about high-pressure gas cylinders for 
oxygen and other industrial gases. Describes the 
range of cylinder sizes, capacities, and ICC specifica- 
tions 


Pressed Steel Tank Company 
Write No. 3 on Inquiry Card—Page 32 


GEAR FINISHERS 


Bulletin 999 describes abrasive hard-gear finishers 
for correcting heat-treat imperfections. A four-page 
two-color catalog, it explains the process and the 
specially-developed machine. Also covered are con- 
struction, specifications, finishing tools, and optional 
equipment. 


Michigan Tool Company 
Write No. 4 on Inquiry Card—Page 32 


GENERATORS 


Bulletin ACG 958 presents the construction, sizes, 
performance, and other features of AC generators. 
It also describes the features of a complete line of 
brushless alternators 

Kato Engineering Company 


Write No. 5 on Inquiry Card—Page 32 


INTEGRAL-SHAFT SHEAVES 


Bulletin 20B6897B gives construction and operating 
features of integral-shaft sheaves for low-cost step- 
less speed control. It describes how these sheaves 
are available with lubrication systems designed and 
engineered to assure distribution of lubricants to all 
moving parts. 


Allis Chalmers Manufacturing Company 
Write No. 6 on Inquiry Card—Page 32 





LUBRICATION SYSTEMS 


A 32-page bulletin presenting a complete line of 
lubrication application equipment, fittings, and acces- 
sories. Included are descriptions of completely auto- 
matic, semi-automatic, and manual methods of lubri- 
cating machines. All equipment necessary to auto- 
mate or modernize a lube program is listed in 
catalog 81. 

Lincoln Engineering Company 


Write No. 7 on Inquiry Card—Page 32 


MATERIALS HANDLING 


A 20-page full-color booklet describing the Tote 
system of bulk materials handling. Catalog #7 also 
illustrates photographically accessory equipment for 
both batch and continuous process activities. 


Tote System Inc. 
Write No. 8 on Inquiry Card—Page 32 


PEARLITIC MALLEABLE 


A 76-page handbook presenting an introduction to 
pearlitic malleable. Serves as a ready reference to 
information about the material and has facts and 
figures for design and applications. Contains 10 
tables, 19 charts, and 14 illustrations. 


Malleable Research and Development Foundation 
Write No. 9 on Inquiry Card—Page 32 


PLASTICS 


A 64-page catalog about the different plastic ma- 
terials. Divided into 12 sections, it also carries com- 
plete information about the newer types of plastics 
like Kel-F and Rexolite. 


Commercial Plastics & Supply Corp. 
Write No. 10 on Inquiry Card—Page 32 


PRECISION TOOLS 


Bulletin M81 lists shop tools designed for greater 
accuracy and easier use. Described are convertible 
thimble micrometers, height gages, edge finders, 
sine plates, permanent magnet chucks, and precision 
ground tool steel. Also includes specifications and 
prices. 


Brown & Sharpe Manufacturing Company 
Write No. 11 on Inquiry Card—Page 32 


REGULATORS 


Bulletin 6.04 describes a brand new regulator for 
direct control of main field voltage of large alterna- 
tors and generators. The six-page catalog discusses 
line load regulation, power amplification, impedance 
matching, and system stabilization. Also discussed 
are basic types, available variations, circuitry, and 
typical applications. 


Electric Regulator Corporation 
Write No. 12 on Inquiry Card—Page 32 
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At Wayne Pump Co., 

Youngstown Seamless Pipe is being 
closely inspected in a plunger 
assembly for use on a 


modern industrial lift. 


Oercent on =veellence 


Youngstown seamless 


Much of the back-breaking, ‘“‘man-killing”’ 
work of Grandfather's day is a thing of the 
past—thanks to modern industrial plat- 
form lifts such as this installation designed 
and built by Wayne Pump Company of 
Fort Wayne, Ind 


Wayne Pump machines and grinds 
Youngstown Seamless Pipe to finished 
size for the all-important plungers that 
support the lift platform. They report this 
pipe is ideal for the application due to 
its “uniform quality and freedom from 


laminations’’. 


Wherever steel becomes a part of things 
you make, the high standards of Youngs- 
town quality, the personal touch in Youngs 
town service will help you create products 


with an “‘accent on excellence’’. 





THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 
of Carbon, Alloy and Yoloy Steel, Youngstown, Ohio 
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Where It’s Quality, Quality, Quality! 


it’s Quality DE-STA-CO Toggle Clamps 





FINAL INSPECTION OF ROSS OPERATING VALVES subjects every 
valve to a pressure test far exceeding its normal usage. For over ve 
fifteen years, fixtures similar to this, all employing De-Sta-Co Type 
No. 620 plunger clamps, have been built to do this critical high a 
ertical Base 

pressure sealing job. and Vertical 

Whether your holding and clamping operation is inspection, a ae 
machining, tapping, grinding, welding, bonding or other assembly, 
there is a specific De-Sta-Co Toggle Clamp to do it better. Fast 
action, positive clamping, long life through thousands of pro- — SA 
duction operations have made De-Sta-Co known for almost 30 B poset 
years as the leading tool in the field. And all of our medium and hn Thrust Type 
larger models use hardened serrated pins in hardened bushings 
staked to prevent wear. A broad selection of spindle accessories _ Portable 
increases the versatility of the clamp you specify. 

Our representative in your area is qualified and ready to serve ; 
you. Send for our catalog showing clamp applications, scale » > Horizental-Bar 
drawings and complete information, : : _ 


Air-Operated 
Type 





De-Sta-Co is widely known for toggle clamps, stamp- 
ings, precision washers, spacers, shims, shim and 
feeler stock, blower housings and marine specialties. 


ORIGINATORS OF DETROIT STAMPING COMPANY 


PRODUCTION 
CLAMPING 408 MIDLAND AVENUE DETROIT 3, MICHIGAN 











Field rings were breaking brushes! OUR HERO 





























TIONAL stopped brush breakage! 


TRADE MARK 


DOWN-TIME COULD HAVE COST THIS POWER COMPANY A FORTUNE! 


Power companies kept reporting ment — not to mention repair expense. 
threading and grooving of the “Red” suggested using ‘National’’ Grade 634 
steel field rings on giant turbine Brushes. Comparative tests showed this brush 
generators. The result was eccen- eliminated threading, grooving and resisted break- 
tric rings and severe brush break- age and chipping when applied to eccentric rings 
age, says ‘‘National’’ Carbon Do you have a brush problem? Call your 
Brush Man “Red” Blackburn. ‘“‘National’’ Brush Man. Or, write to National 
And, he continues, a turbine off the line for re- Carbon Company, Division of Union Carbide 
conditioning can cost a fortune in power replace- Corporation, 30 East 42nd St., New York 17, N. Y. 


“RED” BLACKBURN 


UNION 
CARBIDE 


"National N” and Shield Device and “Union Carbide” are registered trademarks of Union Carbide Corporation 


NATIONAL CARBON COMPANY - Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, N.Y. 


Sales Offices: Atlanta, Chicago, Dallas, Kansas City, Los Angeles, New York, Pittsburgh, San Francisco. In Canada: Union Carbide Canada Limited, Toronto 
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3 KLEIN PLIERS 


to make electrical wiring easier 


Three newly engineered Klein Pliers 
which will solve difficult problems in 
the wiring of electronic assemblies. 


ALL-PURPOSE ELECTRONIC PLIER 


Shear blade cuts flush and holds clipped 
end of wire 
hard or soft wire. Smooth, continuous action pre- 


Requires no sharpening; will cut 


vents shock which may damage resistors. For bare 
wire up to 18 gauge 
No. 260-6 

No. 260-6C 


Patent pending. 
length 6%” 
with coil spring that holds jaws open. 


NEEDLE-NOSE PLIER 


Similar to No. 260-6 but nose has been slimmed 
to permit use in confined areas. Patent pending. 
No. 261-6—length 63%” 

No. 261-6C—with coil spring to hold jaws open 


PLIER WITH KNIFE AT TIP 


Jaws behind blade hold clipped wire end 
A shear-cutting plier that will cut hard or soft wire. 
Coil spring to keep jaws apart. Pat. No. 2,848,724. 
No. 208-6PC—length 6%” 


Write for Catalog 101-A, 
which shows the complete 
line of Klein Pliers, includ- 
ing 20 pliers recently 
developed. 


Mathias fy & Sons “a ‘9 
Sar 


7200 MCCORMICK ROAD + CHICAGO 45. ILLINOIS mae 
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Letters To 


The Editor 





STUDY YOUR COMMITTEES 

On page 9 in Straws In The 
Trade Wind (Nov. 24, 1958) you 
have an item discussing the value 
of committees. You also mention a 
report by the National Industrial 
Conference Board describing ac- 
tivities of committees, along with 
their purposes, responsibilities and 
authority. 

If you cannot send me a copy 
of this complete report would you 
please let me know how I can 
obtain it. 

E. T. Stewart 

Manager, Purchasing 

Department 

Beta Shoe Company 

Batawa, Ontario 
e The report referred to appeared 
on pg. 330 of October, 1958 issue 
of Management Record, published 
by the National Industrial Con- 
ference Board, 460 Park Ave., 
New York 22, N. Y. Non-members 
of the N.I.C.B. can buy the com- 
plete copy of the October issue— 
$5.00 per copy. 


A FAIR DAY’S WORK FOR... 

I have enjoyed and benefited a 
great deal from many articles in 
PURCHASING Magazine. However, 
at this time I would like to re- 
quest certain information that will 
be beneficial in a reorganization 
of our purchasing department. 

We employ in the vicinity of 
5000 employees. Our principal 
products are electrical in nature 
and require many component 
parts. 

Do you 


available from 
somewhat similar 
size to ours and producing similar 
products, the number of personnel 
required to staff a purchasing de- 
partment; some _ organizational 
charts showing personnel assign- 
ments and the approximate num- 
ber of various types of items that 
are assigned to each buyer? 

At the present time we have 
man buying nuts, bolts, 
screws, washers and springs. This 
man is responsible for 4200 active 
items. 


have 
companies of 


one 


Another buyer concentrates on 


raw materials such as aluminum, 
sheet, bar, tubing, extrusions, and 
all other ferrous and non-ferrous 
items. 

Our machine parts buyer has 
around 500 machine parts to pur- 
chase plus 100 other items. 

A fourth man is responsible for 
about 1500 component parts: 
while a fifth specializes in rubber 
items and handles in the neighbor- 
hood of 1200 active parts. 

The non-productive buyer (who 
buys all non-productive items for 
the support of the manufacturing 
plant) has placed approximately 
20,000 purchase orders in the past 
eight months. 

Each buyer has a follow-up man 
and a secretary who works for 
both the follow-up man and the 
buyer. 

It is my studied judgment that 
each of the above men are vastly 
over-loaded. However, I would 
like to have some information 
from other companies as to how 
many of “a like-item” they assign 
to a person to do a first class pur- 
chasing job. 

Name withheld 


@ The workload at this purchas- 
ing department is so staggering 
that we felt all our readers would 
take heart from this letter. We 
were overwhelmed with the buy- 
ing load of the non-productive 
buyer. It is beyond our under- 
standing how anyone can handle 
20,000 purchase orders in eight 
months. Most big companies give 
buyers an average work load of 
about 200 to 300 production parts 
Sometimes it will go as high as 
500 parts if the man is handling 
a lot of inexpensive materials. As 
for non-production, in some com- 
panies a buyer will issue as many 
as 50 orders a day, which would 
be 1000 orders a month; but even 
this rate is high. With a follow-up 
man and a secretary, each buyer 
can probably handle more than 
200 parts, but certainly not over 
500. It is just impossible to do a 
good buying job with that much 
detail work. 


PURCHASING 





CUT COSTS 


pressure-sensitive 


with the new 
Avery's remarkable new = 
MODEL 100 LABELER puts 
cost-cutting theories into actual practice. 
Completely automatic, it applies individual die-cut 
pressure-sensitive labels in exact register on most 


all surfaces with amazing efficiency and speed, 


Fed from a roll which can supply up to 20,000 


fully automatic labels without reloading, Avery’s MODEL 


100 LABELER easily can apply from 40 to 300 
pressure-sensitive labels a minute! 


Developed by Avery, the originators of 
pressure-sensitive labeling, the automatic MODEL 
100 LABELER incorporates real mounting 
versatility and may be modified substantially 

to meet individual requirements. If high quality 
labeling and unusual economy would be welcome 


in your operation ... this Labeler is worth your 
Strict investigation ... today. 


WRITE FOR FULL DETAILS NOW! 
there's no obligation 


MII) Pee eeeeeeeeeeeeoeseeeeeeeeeeseseetea 
- 


AVERY ADHESIVE LABEL CO., Div. 130 
117 Liberty St., New York 6 © 608 S. Dearborn St 
Chicago 5 © 1616 S. California Ave., Monrovia, Calif, 





Please send me further details on how Avery Labels 
can save me time and money 
Please have your sales representative call soon, 


Always ask for AVERY LABELS — SO eecereneacaeonrne 


Company — 


Het difference they make / Address__ | aoneutinuiiiiaadaanai 


City Zone State 


| 


’ 
POPE EEE EE EEE SESE EEE HEE EE EEEEE EEE HEEHEETEE EERE RE REEREEE SEED 


Manufactured and distributed Throughout the World. For countries, write Foreign Operations, Avery Adhesive Label Co. Monrovia, California. 


P.S. AVERY FILE FOLDER LABE RRECTION TAPE, PHOTOMOUNTS, AND PRICE MARKING LABELS ARE AVAILABLE AT STATIONERS EVERYWHERE, 
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Men we like to do business with. 


6 Wet=meeet-nemm i geleom_t-a'4_h 
“Show me!” 


Every day purchasing agents are being shown why ° and help “right now,” we’re Johnny-on-the-spot . . . 
DuRKEE-ATwoop V-Belts will meet their needs We explain fully how they make real money Savings 
better than any other belt manufactured. We prove with DuRKEE-ATwoop V-Belts. DURKEE-ATWoopD 
this to them specifically in many ways. We demon- is one of America’s pioneer 

strate to them Quality that meets their most de- V-Belt manufacturers, with 

manding needs, that engineering and constant long experience in manufactur- 

research have developed and severe usage under all ing Multiple V-Belts, General 

conditions has proven . . . We tell them about our Duty V-Belts and Steel Cable 

prompt Service. When you need special attention V-Belts—built to Jast! 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY e¢ MINNEAPOLIS 13, MINNESOTA 
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ALWAYS 

FULL COUNT, 
FULL QUALITY 
IN ALCOA 
ALUMINUM 
FASTENERS! 


YOU'LL FIND 144 or more perfect fasteners in every 
gross box when you order from your local Alcoa Dis- 
tributor. On bulk items, too, you'll receive the number 
of pieces ordered. And there'll be no rejects, no misfits, 
no “seconds”... whether you buy a hatful or a carload! 


And, of course, Alcoa” Aluminum Fasteners give you 
maximum protection against corrosion. Their bright, 
flawless finish adds extra sales appeal to your product 


Your Guide to the Best in A 





e 


x 











ate 





at the time of purchase—and won't stain or mar it at 
any time after purchase 


Your Alcoa Distributor carries complete stocks of all 
standard types and sizes, locally—for really prompt 
filling of your orders. You'll find him in the Yellow 
Pages of your phone book. Why not give him a call 
right now? Or, if you’d like additional facts and a few 
samples, just mail the coupon! 


~ 
| Aluminum Company of America 
FREE... | *% 


2002-B Alcoa Bidg., Pittsburgh 19, Po 
Gentlemen: Please send complete specification data and samples of Alcoa Aluminum Fasteners 
ALCOA F FACTS, 


Name 


SAMPLES 
3. 
FACTS 


‘ ALUAINUA 


For Exciting Drama Watch “Alcoa Theatre, 
Alter Jays. NBC-TYV and 
“Alcoa Presents,” Ever esday, ABC-TV 


Comte ny 


Address 


| 
| 
| 
| Tithe 
| 
| 
| 


For More Information Write No 


Fesruary 2, 1959 
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When business is Off, 


every stee/ supplier wants your order 


Be sure you choose 
the supplier 
who'll still be around 


when business is good 


He's easy to find. He's the steel salesman w'o 
serves just one area... the area you're in. He's the 
salesman from Granite City Steel Company. 


Granite City Steel has continually /ncreased its ship 

ments to customers in Middle America. For the past 
10 years, tonnage going through our district offices 
has more than frip/ed, yet this tonnage is still going 
to customers in the same area—Middle America. 


Doesn't it make sense to stick with a steel supplier 
who always considers you his first customer? In 
addition, Granite City is now a larger source of 


quality flat-rolled carbon steel products than ever GRANITE CITY STEEL 


before. May we serve you today? 
; STEELMAKERS TO MIDDLE AMERICA 


Ingots, Slabs and Plates « Hot and Cold Rolied Sheets « Porcelain Enameling Sheets 

Electrical Sheets « Electrolytic Tin Plate « Strongbarn” and Industrial High-Tensile 

Galvanized Corrugated Steel Roofing and Siding « Galvanized Culvert Sheets « Galva 

nized Flat Sheets. HOME OFFICE: Granite City, II! SALES OFFICES: Dallas « Memphis « Kansas . 
City « St. Louis « Minneapolis « Houston e Moline « Tulsa 


For More Information Write No. 184 on Inquiry Card—Page 32 
PURCHASING 





Purchasing People In The News 





Three members of the purchas- 
ing staff of Eaton Manufacturing 
Company, Cleveland, Ohio, have 


been promoted and 
li¢ 


creased responsibilit 


given 


companys program to 


this phase of it 


W. H. Williams 


W. . Williams, purchasing 
Eaton’s Axle 
omoted 


val +7 } 
purchasing staff as 


agent tor 


} 


peen pl 


division, 
' 
nas 


tral 


cen- 
g super- 
visor of production parts and mill 
supply buying. Richard F. Fitz- 
gerald was made manager of the 
and anal; 
the central purchasin 


staff. William E. Davis, previously 


ne 
assistant 


purchase research 


section of 


purchasing agent, was 


romoted to purchasing agent 


he Axle Division 


} 
t 
t 

{ 


Richard F. Fitzgerald 


Before Ol Eaton 1956. 
r. Williams general man- 
rer of the Aerodyne Develop- 


ment Corporation. Previously he 


was 


FEBRUARY 2, 1959 


in- 
ies under the 
expand 


was assistant purchasing agent 
for the Chevrolet Cleveland Di- 
vision of General Motors Corpora- 
tion for 13 years. 


William E. Davis 


Mr. Fitzgerald came to Eaton in 
1955. Before that he was in the 
purchasing and planning depart- 
ment of The White Motor Com- 
pany where he was technical as- 
sistant to the director of pur- 
chases 

Mr. Davis joined Eaton in 1955 
after serving several years on the 
purchasing staff of the Westing- 
house Electric Corporation. 


Richard B. Fuller has joined 
Stanley Aviation Corporation, 
Denver, Colo. as director of pur- 


Richard B. Fuller 


Mr. Fuller comes to 
Stanley from Thompson-Ramo- 
Woolridge, Cleveland, Ohio where 
he was associate director of pur- 
chases since 1955. Before that he 
was with American Machine and 
Foundry, as purchasing agent of 


chases. 


the Buffalo plant. Later he was 
transferred to the New York 
office to establish coordinated 
purchasing nationally. Later he 
transferred to Buffalo as assistant 
to the works manager. Previous 
associations were with Lake Erie 
Engineering, Revere Copper and 
Brass, Aircooled Motors, Inc. and 
Ingersoll-Rand Co. Mr. Fuller is 
a member of the American Man- 
agement Association, the National 
Association of Purchasing Agents, 
and the Institute of 
Management conducted 
for the 
Associ- 
ation and is a member of the Edu- 
cation Committee of the National 
Association of Purchasing Agents 


M. Stanley Cogan has 
appointed director-purchasing of 
Railway Express Agency at Chi- 


American 
He 


seminars on purchasing 


has 


American Management 


been 


So 


M. S. Cogan 
Mr. C 


vice-president 


, 


cago, Ill had been 

Eastern 
region. He started in the express 
business in 1917 at Philadelphia, 
Pa. Among the many administra- 
has held are, 
superintendent of the Boston di- 
vision; general manager, Missis- 
sippi division, St. Louis, Mo., and 
General manager, New York City 
divisions. 


ogan 


assistant 


tive positions he 


Frederick J. Greenleaf has been 
appointed purchasing 
The Bristol Brass Corporation, 
Bristol, Conn. He succeeds the 
late C. V. Chapin. Edward Mon- 
tella named assistant 
purchasing agent, the position 
formerly held by Mr. Greenleaf. 


agent of 


been 


has 
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Need all-angle operation? 


== oe oe © “= = = 





WAGNER i CAPACITOR-START MOTORS 


operate in ANY position... provide dependable starting... 
pack more power into less space! 


Here's the answer for applications that require angle mounting 
of fhp motors. Wagner Type RK sleeve bearing motors, in 
fractional ratings, have a positive lubrication system that per- 


mits ope ration in any position 


You get quick, trouble-free starts—thanks to a Wagner de- 
1 . 
signed quick break switch—and you get more horsepower with 


less bulk, for a better chance to lick those tough space problems. 


You can get these motors from leading motor distributors in 

your community and from Wagner Sales Offices in 32 principal 

cities. Your Wagner Sales Engineer will be glad to help you 

Single phase Type 

RK, Ye through 5 hp. 
Sleeve or ball bearing 


select the right motor for your application. Wagner Bulletin 


MU-217 gives full details 


rigid or resilient mount. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Wasner Electric Corporation 


6360 Plymouth Ave., St. Louis 14, Missouri. 


SERVING 2 GREAT GROWTH INDUSTRIES...ELECTRICAL... AUTOMOTIVE 
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WON'T SHRINK...WON'’T CHANGE SHAPE 


GASKETING 
MATERIAL 


Tests prove Garlock 662 is best for use against oils, solvents, and water to 
300° F. It won’t shrink or change shape; will not corrode aluminum, 
magnesium, etc.; is resilient, compressible, and non-porous .. . in fact 662 
has everything you want in a gasket for crankcases, gearcases, oil pans 
and other applications involving moderate internal pressures. 

662 is made from a cork paper base impregnated with BUNA-N. Does 
not contain glycerine and is approved by Underwriters’ Laboratories, Inc. 
for use against hazardous liquids such as naphtha, benzine, fuel oils, etc. 
Available in 48” wide rolls from ,,” to 1,4” thick and in sheets 48” x 48” 
from 1,” to 14” thick. Write for Folder AD-146. 

Garlock 662, 681, and 660 Gasketing materials are another important 
part of the Garlock 2,000 . . . two thousand styles of packings, gaskets, 
and seals for every conceivable need. The only complete line. That’s why 
you get unbiased recommendations from your local Garlock representative. 
Call him today. 


THE GARLOCK PACKING COMPANY, Palmyra, New York 


Other Underwriters’ 
Approved Gasketing Materials 


GARLOCK 681. Vegetable fibre compound with 
glue binders. Treated with glycerol. For sealing 
against oils, gasoline, solvents. Withstands moderate 
pressures and temperatures to 212° F. Sizes from 
.006” to Ya” thick in 40” widths. Write for AD-162. 


GARLOCK 660. Granulated cork base with oil- 
resistant binder. Used where greater compressibility 
needed for irregular flange surfaces; for application 
involving low pressures and temperatures to 212° F. 
Sizes from .010” to a” thick in 36” widths. Write 
for AD-162. 


For Prompt Service, contact one of our 30 sales offices and warehouses throughout the U.S. and Conoda. 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Products 


GQannrocx 








TUBULAR 
RIVET 
COST-SAVINGS 
MULTIPLY 
WITH MILFORD'S 


ASSEMBLY 
ANALYSIS 


WE STUDY 
THE 
FUNCTION 


‘WE 
RECOMMEND 
THE BEST 
ASSEMBLY 
TECHNIQUE 


Smart purchasing executives know there’s 

more to buying rivets these days than 

just comparing prices. Milford coordi- 

nates design and assembly for the lowest 

possible product cost. 

For the answers to assembly problems... 
get in touch with Milford first! 


MILFORD RIVET 
& MACHINE Co. 


MILFORD, CONNECTICUT ° HATBORO, PENNA 
ELYRIA, OHIO « AURORA, ILL. * NORWALK, CALIF 
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FO F3-‘“tilosofy of buying” 





Latest in our series of notes 
on The Relationship of Merchan- 
dising to American Culture: 

Advertising in “The New York 
Times” (of all places) the White- 
stone Bridge Drive-In Theatre 
offers “Bullets! Booze! Blood! 
Blondes! in ‘Never Love A Stran- 
ger’—Children under 12 admitted 
free.” 


Do YOU THINK that your 
company is tangled in red tape? 
Do you consider your associates 
nothing but a bunch of bureau- 
crats? Does it strike you that the 
whole company set up is an or- 
ganizational swamp? Take heart. 
An official report on the alleged 
super-efficiency of Hitler's. Ger- 
many reveals it was in a bigger 
administrative bog than you could 
dream of. A study of records gives 
the impression of “incredible bu- 
reaucratic waste and futility” in 
the Third Reich, according to his- 
torians. One document shows that 
“in April 1945, with Allied tanks 
clanking past the shattered win- 
dows of party headquarters, the 
Fuehrer’s faithful were working 
out the paper-clip requirements 
for the third quarter of 1945.” 


Eipcar GUEST, farewell! Wel- 
come, John Morgan! Diligent re- 
search has unearthed a rhymed 
tribute to the purchasing agent 
that may take its place with such 
classics as The Song of Roland, 
Tristan and Isolde, and even The 
Shooting of Dan McGrew. On the 
other hand, it may not. Anyway, 
we thought you'd enjoy it. The 
piece appeared in the November, 
1915 issue of your favorite maga- 
zine. 
Ballade of the Buyer 
By John Morgan 
Chant loud the song of salesman- 
ship, 

Praise lustily that gallant crew 

Who face the world with smiling 
lip, 
And hold the smile though sales 
are few. 


Your homage is their well- 
earned due, 
So sound your paeans 
skies— 
Then join me in a lilt that’s new: 
My song is of the man who buys. 


to the 


Not his task to snatch a grip 
And scurry for the seven-two; 
Not his the woe of sudden trip 
To clinch a contract held in 
view; 
But his the need to fret and stew 
When freights are late or prices 
rise. 
So once again I sound the cue— 
My song is of the man who buys. 


For, shorn of jetting phrase or 
quip, 
Behold his traits, in quick re- 
view: 
Brain keen as jockey’s curling 
whip; 
Alert and able, through and 
through; 
Empowered to weed the false 
from true; 

The friend of truth; the foe of lies. 
And so I state, without ado, 
My song is of the man who buys. 
L’Envoi 
Prince, bless the man pledged to 

pursue 
A task on which all trade relies. 
Not he who sells—’twixt me and 
you 
My song is of the man who buys. 


Posuic Notice or “agony” col- 
umns of the daily newspapers re- 
flect moods of the times. And late- 
ly the moods seem predominantly 
bitter and faithless. Very rarely 
anymore do you see calls for a 
reunion of the members of Miss 
Holloway’s 1913 class at P.S. 71 
on Delancey Street. No longer do 
young men dizzy and glowing 
with the loveliest emotion of all, 
sing publicly to their loved ones. 
Day after day, all you read is 
somebody telling the world that 
friend wife (husband) has walked 
out and now she (he) can shift 
for herself. Don't send any of that 
bum’s bills to me seems to be the 
most popular love song of the day. 
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Well, love in the modern world 
may be declining, but we’re happy 
to report there are still a few 
items turning up in the public 
notices to appeal to the imagina- 
tive. As evidence, we offer this 
wackily mysterious note from a 
recent issue of the New York 
Times: 


STAINLESS STEEL 


|ROME. CENTRAL BAILWAY | STATION 7m ee a ee “WICHROME” 
=RMINI “or sale, real bargain, very = . — eer: » 
modern hotel, organization and building : : Sty: “MONEL” 
Seriousness. Write to: Ferrea-Corso Trieste - 


ig. Rome, Italy | a PHOSPHOR BRONZE 








FILTER CLOTH 
SPECIAL PARTS 
STRAINERS 
SIEVES 

TRAPS 
SCREENS 


Weve MADE numerous minor 
changes in our format in the 44 
years we've been bringing infor- 
mation and assistance to the pur- 
chasing profession. But the biggest 
and most sensational change may 
not be far off if a new trend grows 
much stronger. Education has 
taken to the phonograph record 
in a big way. You can learn to 
dance, speak a foreign language, 
and type, among other things, by 
means of recorded instruction. 
And now the Lee Institute of 
Brookline, Mass. offers a whole 
course on real estate to prepare 
prospective salesmen for state 
exams, 

Who knows what will come 
next? Well, we're ready. The 
whole staff has been trying to im- 
prove its diction by giving up bub- 
ble gum, quitting pipes and cigars, Are you using wire cloth or wire cloth parts which must be 
and generally talking to each corrosion resistant? Are the service conditions in your plant 


a . — really tough? If you have a problem selecting the proper anti- 
ing a small orchestra to provide corrosive alloy, Newark Wire Cloth may have the answer. 
a background as we read articles 
on purchasing policy, value anal- Available in all corrosion resistant metals, Newark Wire 
ysis, forms control, etc. Plan to Cloth is accurately woven in a wide range of meshes, rang- 


call it Music to Buy By. ing from very coarse to extremely fine. 


HAN iw. * 4 \ \ J 


7 


Hi 


e e If you have a wire cloth problem involving corrosion, please 


tell us about it... we may have the answer. 


If it’s wire cloth or fabricated wire 
Newark is your best source of supply 


our latest literature. 


COMPANY 
“Do you have a minute?” 351 VERONA AVENUE + NEWARK 4, NEW JERSEY 


For More Information Write No. 188 on Inquiry Card—Page 32 
FEBRUARY 2, 1959 47 








Normally, in producing welded pipe, the weld is made at the top. But 
gravity plays a nasty trick. It tugs at the fluid metal in the weld zone, 
pulling it down toward the middle of the pipe. The result, particu- 
larly in the heavier gages, is a perceptible bulge where it hurts the 
most — right on the inside surface. If you try to get rid of the 
bulge — at fair cost —the metal is undercut —and corrosion and 
erosion start there. 


But Trent put a stop to that —simply by going into partnership 
with gravity. With their exclusive Contour-Welding process, they 
weld at the bottom —and gravity works for them. For then, the 
bulge is in the opposite direction — blending in perfectly with the 
contour of the pipe itself. 


S 
Ly 


7 


I 
... With new CONTOUR TRENTWELD 


New Contour-Trentweld stainless pipe and tubing is so smooth, 
both inside and out, that you can’t even feel the weld. It’s 
stronger, more uniform, with no place for corrosion or erosion 
to get a toe-hold. And it’s available in any size or gage... in 
all stainless, high-alloy, Hastelloy and titanium grades that 
can be welded. 





=ONTOUR| Stainless and High Alloy 
TWELD) Welded Tubing 





TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of Crucible Steel Company of America) 
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TO THE RESCUE... 


Sterling Supreme and 


Trojan Imperial gummed tapes 


... Stick tighter 
and hold faster 


help conquer any 
packaging problem... 


Problems are a thing of the past when you choose Sterling Supreme 
Gummed Tapes. Because they’re made from finest kraft and adhesives 

with built-in flexibility—you can count on time-saving, cost-saving pro- 
duction. Dependable results, too: instant, iron-clad adhesion. Talk to your 
local paper merchant about the complete line, including Trojan Imperial 


Gummed Tapes. And count on him for prompt, enthusiastic service. 
The Gummed Products Company 
Troy. Ohio + A Division of St. Regis Paper Company 
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Color micrograph of heat tinted section of ferritic Malleable iron showing 


random dispersion of temper carbon nodules in ferrite. 625X magnification 


4 aa —_ 
Usability is ( Malleable ) 


In the growing world of metals, certain requirements remain basic: strength... versatility 


economy. Malleable iron castings uniquely answer all three. Malleable castings provide more 


strength per dollar than any other metal...are the most machinable of all ferrous metals 
of similar hardness 

From the great range of Malleable irons now produced in modern Malleable foundries, you 
can select exactly the right metal to fill your most demanding needs for endurance, resistance 
to impact and wear, ductility and constant uniformity. No other metal offers you so much 
at so low a cost 

For information or service, call on one of the progressive firms that identify themselves 
with this symbol- 


if you wish, you may inquire direct to the Malleable Castings Council, 
1800 Union Commerce Building, Cleveland 14, Ohio, for information. 








These companies are members of the 


CONNECTICUT 

Connecticut Mall. Castings Co., New Haven 6 
Eastern Malleable Iron Co., Naugatuck 

New Haven Malleable iron Co., New Haven 4 


DELAWARE 
Eastern Malleable Iron Co., Wilmington 99 


ILLINOIS 
Central Fdry. Div., Gen. Motors, Danville 
Chicago Malleable Castings Co., Chicago 43 
Moline Malleable tron Co., St. Charles 
National Mall. and Steel Castings Co., 

Cicero 50 
Peoria Malleable Castings Co., Peoria 1 
Wagner Castings Company, Decatur 


INDIANA 

Link-Belt Company, Indianapolis 6 

Muncie Malieable Foundry Co., Muncie 
Terre Haute Mall. & Mfg. Corp., Terre Haute 


MASSACHUSETTS 
Belcher Malleable Iron Co., Easton 


MICHIGAN 

Albion Malleable Iron Co., Albion 

Auto Specialties Mfg. Co., Saint Joseph 
Cadillac Malleable tron Co., Cadillac 
Central Fdry. Div., Gen. Motors, Saginaw 


MINNESOTA 
Northern Malleable Iron Co., St. Paul 6 


NEW HAMPSHIRE 
Laconia Malleable tron Co., Laconia 


NEW JERSEY 
Meeker Foundry Company, Newark 4 


NEW YORK 
Acme Steel & Mall. Iron Works, Buffalo 7 
Frazer & Jones Company Division 

Eastern Malleable Iron Co., Solvay 
Oriskany Malleable tron Co., Inc., Oriskany 
Westmoreland Mall. |ron Co., Westmoreland 


OHIO 

American Malleable Castings Co., Marion 

Canton Malleable tron Co., Canton 5 

Central Fdry. Div., Gen. Motors, Defiance 

Dayton Mall. tron Co., Ironton Div., Ironton 

Dayton Mail. Iron Co., Ohio Mall. Div., 
Columbus 16 

Maumee Malleable Castings Co., Toledo 5 

National Mall. and Steel Castings Co., 

Cleveland 6 


PENNSYLVANIA 

Buck Iron Company, Inc., Philadelphia 22 
Erie Malleable tron Co., Erie 

Lancaster Malleable Castings Co., Lancaster 
Lehigh Foundries Company, Easton 
Meadville Malieable tron Co., Meadville 
Pennsylvania Malleable Iron Corp., Lancaster 


TEXAS 
Texas Foundries, Inc., Lufkin 


WEST VIRGINIA 
West Virginia Mall. Iron Co., Point Pleasant 


WISCONSIN 

Badger Malleable & Mfg. Co., S. Milwaukee 

Belle City Malleable tron Co., Racine 

Chain Belt Company, Milwaukee 1 

Federal Malleable Company, West Allis 14 

Kirsh Foundry Inc., Beaver Dam 

Lakeside Malleable Castings Co., Racine 

Milwaukee Malleable & Grey Iron Works, 
Milwaukee 46 
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How to Select the Best Metal 
to Perform a Given Set of Functions 


Any equipment part can be described, 
at least approximately, in terms of the 
functions it must perform, That is, it 
must provide a certain strength plus 
resistance to wear, fatigue, impact or 


corrosion. The finished part must pro- 
vide the best combination of all neces- 
sary factors at the lowest possible cost — 
a cost that must include machining, 
finishing and assembly where applicable. 


Unique Production Method Combines Desirable Characteristics 


The amount and form of carbon in fer- 
rous metals is of prime importance. The 
carbon content of Malleable iron (2.00 
to 2.60°;.) provides good fluidity at the 
pouring stage. Yet neither flake graphite 
nor combined carbon is present in fin- 
ished standard Malleable iron. 


As the photomicrograph of standard 
Malleable iron shows, the carbon has 
been transformed into temper carbon 
nodules in a matrix of ferrite during the 
heat-treatment given al// Malieable iron 


castings. The result is a metal with a 
unique combination of high strength, 
toughness and machinability. 


Malleable differ from 
standard, or ferritic, Malleable only in 
that a controlled amount of the carbon 
is combined with to form a 
pearlitic matrix around the temper car- 
bon This 
hardness, wear resistance and modulus 
of elasticity, while retaining good duc- 
tility and machinability. 


Pearlitic irons 


the iron 


nodules. increases strength, 


TENSILE PROPERTIES — A.S.T.M. MINIMUM SPECIFICATIONS 





T 


Designation Tensile Strength 
p.s.t p 
Stondoard 
35018 


32510 


53,000 
50,000 


Pearlitic 
45010 
45007 
48004 
50007 
53004 
60003 
80002 


65,000 
68,000 
70,000 
75,000 
80,000 
80,000 
100,000 


Standard and Pearlitic Malleable trons 


Yield Strength 
s. 


35,000 
32,500 


45,000 
45,000 
48,000 
50,000 
53,000 
60,000 
80,000 


Strengths up to 135,000 p.s.i. tensile and 110,000 p.s.i. yield are 
produced commercially under individual producers’ specifications 


to Yield 


or 


Elongation 


i RMmin2in 


| Ratio of Tensile 
] 


; 





TYPICAL BRINNELL HARDNESS NO. RANGES 





Designation 45010 


B.H.N 





Pearlitic Malleable trons 

| 45007 | 48004 | 50007 [53008 [6 
+ 

163-207 | 163-217 | 163-228 | 179-228 | 


T 
003 | 80002 


SI 
197-241 197-255 | 241 269 








New Savings Result 

From the wide range of properties ob- 
tainable, a Malleable iron may be se- 
lected that will most completely meet 
ideal design and functional require- 
ments. Because of the great latitude of 
producible sizes, from a fraction of an 
ounce to hundreds of pounds, Malleable 


can be used for a wealth of applications. 


Malleable iron’s economy is derived in 
two ways. First, the casting process is 
generally accepted as the most economi- 
cal method of producing a finished part. 
Secondly, being the most machinable of 
all ferrous metals of similar hardness, 
cast or otherwise, Malleable iron cast- 
ings provide exceptional economies in 
time, tool and power consumption. 


For More 


Information Write No 


Today's Malleable iron castings offer 
tremendous strength, uniformity, versa- 
tility and economy. The producers of 
Malleable castings are anxious to assist 
getting 
Why not let their modern design, testing 


you in maximum “usability.” 


and production facilities work for you? 


Send for Special Data Unit 


Your copy of Data Unit No. 101 con- 
taining additional information on the 
benefits you can derive from Malleable 
iron castings is available from any mem- 
ber of the Malleable Castings Council. 
If you wish, you may direct your request 
to Malleable Castings Council, Union 
Commerce Building, Cleveland 
14, Ohio. 
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Highlights of This Issue 





“What's the Best Buy? 


The basic theory of economical purchasing got its 
start thousands of years ago. When a Neanderthal 
man swapped a stone club for a pair of bearskin 
shorts he was trying to get the greatest possible 
return on each purchase dollar. The theory has 
been refined since then, of course. But the nu- 
merous systems that have been developed over 
the centuries have the same goal. According to 
the author of our feature article on page 62, many 
basically sound systems are discarded because 
they’re difficult to apply. He offers a system now 
being used easily and successfully in one depart- 
ment of a large company. This program for eco- 
nomical purchase practice can, he claims, be 
adapted to other operations. 


“ Materials Management II 


Part one of our new series on materials manage- 
ment (PuRCHASING, Jan. 5) provided the histor- 
ical background for the development of the mate- 
rials management concept. In this issue we bring 
the analysis to its next phase: why materials 
management as such is a basic part of business 
today. Its nature and status in the light of modern 
management theory is discussed on page 57. 


“ Automated Data Processing 


A growing aircraft company found that its pur- 
chasing paperwork system was bogging down. 
Increased order volume, plus an unusually large 
amount of follow-up made purchasing’s job more 
difficult than ever. Installation of an Automated 
Data Processing system has straightened out the 
red tape tangle, saved time and increased effi- 
ciency. Read about it on page 60. 


“ Purchasing Spreads Out 


Purchasing hurts not only itself but its company 
if it stays in a kind of isolation booth and an- 
swers only the questions put to it. It has a lot to 
offer in the way of information and guidance for 
other departments and for top management. How 
one department goes far beyond its normal buy- 
ing duties to give this extra service at all com- 
pany levels is described on page 66. 





Coming in Future Issues 


Is Standardization Really Worthwhile?— 
What You Should Know About a Purchase 
Order—How Kaiser Aluminum Buys— 
Lease or Buy Equipment? 
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meet 
your 


LUSTRA 
man 


a Lighting Specialist who can show 
you how to LUSTRA-lite for great 
est economy! 


At last! The First Color-True 
Fluorescents... LUSTRA NORTHLITE 


Here's the engineer's dramatic light- 
ing answer to the « r control prob- 
lem—Lustra Northlite—the first 
fluorescent to approximate the de- 
Sirable lighting of the artist's sky- 
light. This unique lighting permits 
every industry, every store, every 
producer of color-true products 
in printing, textiles, or plastic in 
department stores, dress salons, 
furriers, milliners, haberdasheries 
in sales areas, work areas, dis- 
play areas...to change from the 
present over-biue or over-red lamps 
to 24-month-guaranteed Lustra 
Northlite, approximating 5500°K 
temperatures to a point where your 
color guess-work is ended. Now 
available in all standard sizes 
for your present standard fixtures! 
Send immediately for the full tech 
nical details on the amazing new 
LUSTRA NORTHLITE fluorescents! 
LUSTRA-LITE NOW FOR MORE SALES 
Dept. P-2 


LUSTRA CORP., 32-33 47th Ave., L.I.C., N.Y. 
LUSTRA—AMERICA’S DATED LAMPS ‘+'08 
For More Information Write No. 194 
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graphed by Robert Yarnal! Richie 


Snjyontag Gets @ meow IRF 


This custom-built bridge is one of three in a modern Railway Express 


terminal. When elevated, it forms a timesaving link between platforms; 
when lowered, it permits rail cars to move into the depot for efficient 
loading and unloading. It’s equipment like this that puts Railway Express 
far ahead of any other carrier . . . just part of the multimillion-dollar mod- 
ernization program designed to give you faster, more complete service. 

Your shipment moves swittly to almost anywhere in the world—with 


unified one-carrier responsibility all the way You get door-to-door delivery 


at no extra charge (within REA delivery limits in the U.S.). Check the 


special low rates on many commodities. Next time you want safe, swift, 


sure shipping—call Railway Express. 


shipping goes MODERN 
with 


Qhilh 4) 
EXPRESS 
IGENC* 


Se 


tl 
RAIL-AIR:> SEA 
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Competition Is the Test 





mn 

I HE RECENT hubbub over an American chemical company’s 
purchase of millions of gallons of benzene from the Soviet Union 
should mildly surprise anyone familiar with the principles of good 
industrial buying. The company got a good price; it was pre- 
sumably satisfied with quality and delivery; it accepted the sup- 
plier as commercially reliable. That's good purchasing 


The incident does, however, bring into sharper focus the ques- 
tion of imports and what to do about them. It’s clear what pur 
chasing agents in this country are doing about them. Anyone who 
visits the warehouses of a cross-section of American industry 
can see stocks of aluminum foil from Switzerland, steel from 
Belgium, electronic components from Japan, fasteners from West 
Germany (to name just a few) that have replaced those ordinar- 


ily bought in the U.S. 


What is a purchasing agent doing when he buys from abroad? 
Protectionists claim that he is weakening domestic industry; that 
he is contributing to the threat of unemployment and lower living 
standards for the American worker. Free traders claim that he 
is promoting the national interest of the United States; that he is 
helping to pave the way to world peace through trade, etc 


In the long run, he may be doing all these things. But as of the 
moment he selects a supplier and awards him the order, a P.A 
is only doing what it is his job to do. He’s seeking competition 
in the best interest of his company. Provided he does this within 
the bounds of morality and legality there is no other considera- 
tion that should dictate his choice of supplier 


This is small consolation for the manufacturer who has lost his 
profits or the worker who has lost his job because of foreign com- 
petition. But their suffering is the price of economic progress. It 
is the temporarily bitter fruit not only of marketing changes but 
of technological advances. 


One of the ironies of the situation is that much of the foreign 
buying is being done by purchasing agents whose own companies 
are being hurt by lower-priced imports. But neither they nor any 
other purchasing agent can in logic or conscience refuse to con- 
sider reliable, competitive sources wherever they are 
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“There’s the front end of our production line 


... right on time” 


Steel right off the truck—ready 
for your production line... your 
steel supply can be that simple 
when you rely on Ryerson. You 
order only the kind and quantity 
of steel you need—as you need it— 
and cut costs all along the line. 
You reduce investment in equip- 
ment as well as materials. You save 
valuable storage space... reduce 


handling costs, scrap loss, taxes, etc. 
You gain complete flexibility of steel 
supply without long-term commit- 
ments...and assure a ready, 
steady flow of material to keep pro- 
duction stepping. You’re never 
caught short . . . you’re never over- 
loaded. 


ee 


Ryerson’s size, facilities, staff and 
service attitude assure dependable 
delivery to meet regular schedules 
or to handle special short-run 
orders. Whatever you need, this un- 
surpassed source of Certified Quality 
steel is at your finger tips. Phone 
your nearby Ryerson plant today. 


RYERSON STEEL 


Member of the <Q Steet Family 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


PH T. RYERSON & SON, INC. PLANTS AT: NEW YORK #8 TON * WALLINGFORD, CONN. ¢ PH 


T ¢ PITTSBURGH ¢ BUFFALO ¢ INDIANAPOLIS * CHICAGO « MILWAUKEE ¢ 


ST. LOUIS e LOS ANGELES * SAN 


For More Information Write No. 196 on Inquiry Card—Page 32 
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Why Some P.A/’s 
Don't Reach the Top 


The purchasing agent who restricts himself to buying isn’t a manager. 


He's a specialist. Only with the materials management approach can 


he make a direct contribution to profit and become a manager. 


Vi ATERIALS MANAGEMENT 
is a basic, organic function in 
every manufacturing company. 
Successful materials management 
is just as essential to survival and 
profitability as successful market- 
ing, engineering, and manufactur- 
ing. Despite its importance, ma- 
terials management is one of the 
least understood functions in bus- 
iness. In fact, many top managers 
aren’t even too certain what ac- 
tivities should be embraced by the 
materials management function. 
The basic reason for the con- 
fusion is historical. Fifty years 
ago, separate purchasing depart- 
ments first started to take over 
part of the materials management 
activities from manufacturing and 
engineering. Management slowly 
(and grudgingly in many cases) 
gave purchasing more authority 
and responsibility. But only rarely 
did it go whole hog and make 
purchasing the sole repository of 
materials responsibility. Today, in 
most companies, materials respon- 
sibilities are dispersed among a 
number of semi-independent de- 
partments. Purchasing buys mate- 
rials, traffic buys transportation 
services; material control 
mines requirements, etc. 


deter- 


FEBRUARY 2, 1959 


By Dean Ammer 


If one were to look at the typ- 
ical manufacturing company’s or- 
ganization, he would have a hard 
time isolating the materials func- 
tions since they are spread among 
so many different departments. 
This does not mean there is no 
separate and distinct materials 
function, however. In the auto- 
mated plant, in particular, the 
materials function becomes quite 
easy to distinguish. In such a 
plant, manufacturing becomes 
mostly a matter of maintaining 
automated equipment. Materials 
management is concerned with 
getting material to the machines 
and moving it from machines to 
storage. 

In the non-automated plant, it 
is easier to confuse the manu- 
facturing and materials manage- 
ment functions. Sometimes the 
same individual is performing ma- 
terials management and manufac- 
turing activities simultaneously. 
For example, a worker is per- 
forming a manufacturing opera- 
tion when he runs a production 


This is the ond article ina special series 


feaiing with the theory 


and practice of 
The first 
appeared in the January 5 issue. 


materials management. article 


machine but he is performing a 
materials management operation 
when he pushes a load of ma- 
terial over to the next work sta- 
tion. 

Since few plants are completely 
automated, it is under- 
stand why there is confusion as 
to just what materials manage- 
ment embraces. Contrary to what 
many managers believe, materials 
management is a lot more than 
just “purchasing.” Materials man- 


easy to 





agement is concerned with all 





activities necessary to provide an 
flow of 


parts, and services used in pro- 





uninterrupted material, 








duction. 


With this definition, the line of 
demarcation between manufactur- 
ing and materials management be- 
comes more distinct. Manufactur- 
ing is concerned with all activities 
directly involved in making the 
product; materials management is 
concerned with those activities 
which support production. Manu- 
facturing management is respon- 
sible for the production equip- 
ment and the men who operate 
and maintain that equipment. Ma- 
terials management is responsible 
for all activities concerned with 
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the supply and handling of mate- 
rial . 


Scope of Function 


With the above definition, ma- 
management is much 
broader in scope than purchasing. 
It would embrace the following 
activities: 

(1) Determination of specific 
requirements for the material. 

(2) Selection of source of sup- 
ply for material. 

(3) Expediting and arranging 
for transportation of the material 
from the source of supply. 

(4) Receival and movement to 
stores of the material. 

(5) Storage and inventory con- 
trol. 

(6) Movement of the material 
to the point of use or incorpora- 
tion into the product. 

(7) Storage and, in some cases, 
transportation of the finished 
product to the customer. 

In other words, materials man- 
agement embraces the entire ma- 
terials cycle from the point where 
the specification is created on the 
board to the point 
where the product is shipped out. 
The materials manager is respon- 
sible for taking bills of material 
and specifications and, from them, 
determining requirements. He is 
then responsible for getting ma- 
terial on hand sufficient to meet 
these requirements. In addition, 
he is responsible for physically 
moving the material to and from 
the production areas and storing 
and shipping the finished product. 

Thus, materials management 
embraces the purchasing, material 
control, materials handling, ship- 
ping, receiving, and traffic depart- 
ments in the typical business or- 
ganization. In most companies to- 
day, these departments do not op- 


terials 


engineering 
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erate under a common manager. 
Typically the purchasing manager 
reports to the general manager. 
The material control (or produc- 
tion control) manager and the 
traffic manager usually are one 
echelon lower in the organization. 
They most often report to the 
manufacturing manager. Ship- 
ping, receiving, and material 
handling come at an even lower 
echelon. Typically their managers 
report to the production control 
manager or to the shop superin- 
tendent. 

When managers of similar func- 
tions report at different levels to 
different bosses, confusion results. 
It becomes harder and harder to 
resolve relatively simple prob- 
lems. Sometimes picayune dis- 
putes wind up being settled by 
top management. This is one of 
the key weaknesses of the con- 
ventional materials organization. 


Supported by Theory 
Nevertheless, since most busi- 
nesses do operate quite success- 
fully with a conventional mate- 


rials organization, isn’t it pre- 
sumptuous to say that all mate- 
rials activities should be consoli- 
dated under a common manager? 
It would be if the “conventional” 
materials organization were con- 
sistent with accepted management 
theory. But this is not the case. 
To understand why, let us review 
the basic principles of organization 
and then apply them to materials 
management. 
Management two 


experts say 


basic principles must be followed. 


in building an organization. They 
are “functional specialization” and 
“span of control.” Functional spe- 
cialization means that work should 
be divided up so as to permit 
maximum specialization, In other 


words, everyone should be an “ex- 
pert” in a fairly narrow field. 

Span of control is the number 
of people that a manager can ef- 
fectively supervise. It varies with 
the type of work being supervised. 
The span of control for unskilled, 
repetitive work can be as broad 
as 15 or 20. But for highly skilled 
jobs, it is much narrower. A di- 
rector of purchases, for example, 
probably shouldn’t have more 
than a half-dozen people reporting 
directly to him. 

An entire organization can read- 
ily be constructed by following 
the principles of functional spe- 
cialization and span of control. 
First, the over-all job is broken 
up into its major, organic func- 
tions—marketing, finance, mate- 
rials, etc. The managers of these 
functions report directly to the 
president, Naturally, it would be 
nice to make everyone a big shot 
and let him report directly to the 
president (and it would also elim- 
inate a lot of expensive super- 
vision.) But this is not practical; 
span of control limitations prevent 
it. The president of the company 
usually is kept busy 50 or 60 
hours a week with just the man- 
agers of the key functions report- 
ing to him. 

So a further division of work 
under the key managers is neces- 
sary. This division is usually by 
function. For example, the mate- 
rials manager might have man- 
agers of production control, pur- 
chasing, and traffic reporting di- 
rectly to him in addition to a 
couple of staff assistants. Then 
there is a further division of work 
by function and, frequently, de- 
pending upon how big the organ- 
ization is, two or three more divi- 
sions of work until the bottom of 
the totem pole is reached,etc. The 
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final result is the typical organ- 
ization that looks like a pyramid 
when put in chart form 


What is Basic? 

If materials management were 
accepted as a basic organic func- 
tion in organization, it would be 
one of the half-dozen or so 
tivities reporting to the president. 
The various materials 
would then be sub-divisions of 
the over-all materials organiza- 
tions rather than dispersed 
throughout the organization as 
they are in most companies today. 
Obviously materials activities 
should only report to a common 
manager if materials management 
is really a basic, organic function 
of the business 

What is the test of a basic 
tivity? The best test is perform- 
ance, But isn’t performance neces- 
sary for any job? After all, 
plants would hardly be able to 
operate without a_ telephone 
switchboard operator. Her per- 
formance is absolutely vital but 
organizationally she ranks four or 
five echelons below the company 
president. 

Although few companies could 
operate without a_ telephone 
switchboard, some companies 
could get along without an engi- 
neering department for at least a 
short period of time. Yet no one 
denys that engineering is basic 
organic function of the business 
even though, over the short term, 
switchboard operators 
essential than engineers. 

A broader test of performance 
must be used to determine wheth- 
er or not a function is a basic one. 
The best is whether or 
the activities contribute to profit 
and survival (the two most basic 
over-all business objectives that 


ac- 
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ac- 
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not 


test 
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can be isolated). The engineering 
department, as a whole, passes 
this test. A company must keep 
developing new products and im- 
proving existing ones if it is to 
survive. It is theoretically possible 
(though difficult) to measure the 
engineering department's contri- 
butions to over-all profit and sur- 
vival. So engineering is a basic 
organic function of the business. 

But individual sub-departments 
in engineering are not basic. They 
exist usually to supply informa- 
tion to other engineering groups 
or take information from other 
engineering groups and pass it on 
to other activities. Few would 
maintain that the supervisor of 
XYZ Company’s organic chemical 
lab in the applied chemistry unit 
of the metallurgical research sec- 
tion of the product engineering 
department should report directly 
to the president of the company 
even though as supervisor he has 
an essential job. 


Buying Not Basic 


The same reasoning can be ap- 
plied to materials management. 
The plain fact is that many pur- 
chasing agents do not head ac- 


tivities that are basic, organic 
parts of their company. If their 
job is limited to buying, they are 
performing a vital and highly 
skilled job but not one which is 
basic and organic. The reason: 
buying is but one element of 

broader job. A man that processes 
a requisition for x lbs. or y pes. of 
materials does not have control 
of all the variables necessary for 
materials management. Successful 
materials management is  con- 
cerned with the balancing of a 
number of inter-related variables. 
Here are just a few of them: 
price, quantity, timing of pur- 


chase, source of supply, inventory 
carrying cost, freight cost, ex- 
pediting and administrative cost. 

These variables make materials 
management difficult. But, theo- 
retically at least, it is possible to 
measure over-all materials man- 
agement performance in relation 
to its contribution to survival and 
profitability. Presumably there 
would be four criteria: 

(1) Cost of material procured. 

2) Cost of investment in inver- 
tory and cost of maintaining that 
inventory. 

(3) Administrative expense. 

(4) Cost of delays in manufac- 
turimg due to lack of material of 
specified quality. 

The object of successful mate- 
rials management would be to 
minimize all of the above costs. 
This would result in a direct con- 
tribution to the basic objectives of 
the business. 


basic 


Now what about the buyer? 
Doesn't he also try to keep costs 
down? Certainly. But his contri- 
bution to survival and profitability 
can be measured only to the ex- 
tent that he is part of a materials 
management team. This is true 
even in the area where the buyer 
makes his major contribution: re- 
ducing the cost of material pur- 
chased. Cost of purchased mate- 
riel is almost always, for example, 
dependent upon quantity pur 
chased. So to pay rock-bottom 
prices, the buyer needs the co- 
operation of a material control su- 
pervisor willing to requisition in 
relatively large quantities. And 
this, of course, increases average 
inventories. So the buyer who is 
giving himself credit for cutting 
direct costs may actually be rais- 


(Please turn to page 111) 





Because purchasing information is so vital to so many different 
company operations, it’s the logical place to start an automatic data 
processing system. Here’s how one company used ADP to make 
purchasing the nucleus of an expanding automatic information and 


report system. 


How to Save With ADP 


By C. D. Francisco 


W nen the Des Moines plant of 
Solar Aircraft Company decided 
that it needed a method of auto- 
matic data processing to help pre- 
pare its numerous reports, it also 
decided that a good place to show 
the company what could be ac- 
complished was in its purchasing 
department. 

This was certainly a_ logical 
choice because much of the in- 
formation for the company’s mar- 
keting, manufacturing and _ ac- 
departments emanates 
from purchasing’s records. Since 
Solar produces  sub-assemblies 
and special components for gov- 
ernment aircraft and missile pro- 
grams, a fast, accurate method of 
collecting cost data was needed. 

But in addition to furnishing in- 
formation to other departments, 
purchasing needed help with its 
own problems. Because of the 
large volume of purchase orders 
issued some method was needed 
to speed up order writing. Pur- 
chasing also had tremendous fol- 
low-up problems. Following up on 
each order meant following up 
each item on an order. And some 
of the orders have seven to fifteen 
items apiece. 


counting 


Install ADP System 


After several months of care- 
ful planning, an automatic data 
processing system was installed 
in purchasing. A Flexowriter sys- 
tem was selected. It punches tapes 
ind cards for repeat orders, writes 
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purchase orders, and at the same 
time codes Keysort punched cards 
for status reports and other sta- 
tistical information. Here’s how it 
works: 

After the buyer has processed 
the requisition and has deter- 
mined the vendor, quantity, unit 
price and delivery, the requisi- 
tion is forwarded to a processing 
clerk. The clerk pulls a header 
card from its file, forwards it and 
the requisition to the Flexowriter 
operator. 

The header card is a pre-num- 
bered, fan-folded card containing 
punched basic purchase order in- 
formation pertaining to an in- 
dividual vendor. Also included 
are the FOB point, vendor’s name, 
address, shipping information, 
vendor code for small business 
reporting, buyer’s code and 
vendor terms. A gummed label, 
containing all of this basic in- 
formation is applied to the punch- 
coded header card for file refer- 
ence. 

The operator inserts the header 
card in the reading unit of the 
Flexowriter, flips a switch, and 
the reading unit transmits all pre- 
punched basic information to a 
pin-fed purchase order form. In 
addition to the basic data, correct 
tab stop information is also coded 
on the header card, so that when 
variable data, such as new price 
and delivery dates, are to be 
added, the equipment stops at the 
proper place and the operator 


manually types in this informa- 
tion. Then the machine continues 
to add the balance of the data 
required. 


Prepare Status Card 


As the purchase order is being 
typed, a status card, previously 
inserted in the machine, is being 
produced and coded with identical 
punched information. When the 
purchase order set is distributed, 
the numerical file copy and the 
status card go to a keypunch 
operator where vendor number, 
purchase order number, assembly 
number and buyer ccde are key- 
punched into the status card. 

Three other cards are simul- 
taneously keypunched at this time 
with the part number and pur- 
chase order number. These last 
three cards are then processed 
through a unit where part num- 
ber, purchase order number, 
quantity, unit price and monthly 
commitment information are 
punched. 

The three cards are filed sepa- 
rately. A deck of any number of 
these cards can be quickly key- 
sorted to report: 

(1) Purchase order number 
and quantity of unshipped bal- 
ances. 

(2) Assembly number, part 
number and assembly cost of out- 
side purchases. At any time it is 
possible to determine the unit 
price of any given purchased part 
and the assembly cost of the same 
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item as well as the total subcon- 
tracted cost by assembly. 

(3) Purchased order number 
and dollar value outstanding by 
month of one or several commit- 
ments. 

The three decks of cards are 
kept up-dated by daily additions 
or deletions by either processing 
copies of the purchase order 
through a punching unit to write 
new cards, or by processing re- 
ceivers that reduce quantities due. 

Weekly, or as required, status 
cards are key sorted by purchase 
order number, and a _ purchase 
order status report is rapidly com- 
piled by simply feeding pre- 
punched status cards into the 
Flexowriter. These status reports 
serve many functions among 
which are expediting, accounting 
and production control 

The system is flexible and can 
be used to include a summary of 
operations; details of how parts 
are built; for shop paperwork; 
and to correlate production con- 
trol and receiving information 
Industrial and public relations 
paperwork may ultimately be pro- 
duced on the same equipment. It’s 
a natural for fast form-letter- 
writing when you want each let- 
ter to look like an original. It 
writes 100 words a minute 

Changes must be made rapidly 
in Solar’s business, and with this 
system they can be. A purchasing 
status report used to take five 
people three days to compile. Now 
it takes one person 45 minutes. 
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Status card plus three 
additional punch cod- 
ed cards make it pos- 
sible to compile a 
large volume of var- 
ied data in a very 
short time. 


Operator checks requisition as punched header card automatically trans- 


mits basic data to the purchase order. 
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It's Easy to Take the Guesswork 
Out of Buying 


Buying and inventory management are both too complex to be 
spelled out in detail by some set of formulas. But three basic 
formulas can be invaluable as an aid to the buyer’s judgment. 


By Julius Kneitel 


A SYSTEM for economical purchasing should 
help achieve two basic objectives: 

1. It should be so designed that it directs the 
major purchasing effort to the items with the 
greatest dollar expenditure. 

2. It should be flexible enough to permit the 
buyer to take advantage of all opportunities to 
save money—including quantity discounts, spe- 
cial deals etc. 

There are no mechanical techniques that will 
permit a buyer to automatically achieve these 
objectives. (If there were, then there would be 
no need for the buyer!) A buyer’s success still 
depends largely upon his skill and imagination. 
But a number of scientific purchasing techniques 
can help the buyer do a much more effective job. 
Used together, four such techniques can be in- 
valuable in helping the buyer achieve his basic 
goal—getting the maximum return on the pur- 
chase dollar. They are: 
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Chart I—“ABC” analysis re- 
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Chart II—A more refined 
“ABC” analysis shows that 
2%% of the items (those 
class as “AA”) account 
for 40% of total purchases. 


Chart Ill—When purchases 
are made frequently (and in- 
ventories are low) cost is 
high; when made less often, 
costs drop, 


a cost rate of 35% 








@ The ABC Analysis—The breakdown of where 
the major dollar expenditure lies. 

@ The Best Buy Armalysis—The determination of 
the best method of spending this money, con- 
sidering the costs of acquisition and possession. 
@ The Economical Ordering Formula—which 
considers the above information but guides super- 
vision on when a quantity price reduction is 
lucrative enough to be a profitable investment. 
This formula is the essence of the system, but 
must be tempered with sound business judgment. 
@ The Nomogram—a simple, yet thoroughly ef- 
fective, method of putting the entire plan in op- 
eration. 


10% 71% 


It’s just common sense to spend the most time 
in buying the items that cost the most money. 
The ABC analysis permits us to do just that. And 
it isn’t hard to prepare either. 

First calculate the average weekly usage of 
each item and multiply this by the unit cost. 
Expenditures for all items are then listed in order 
of importance with the item of the greatest dol- 
lar volume of usage topping the list. This data 
is then plotted. 

Chart I, for example, shows the distribution of 
expense for 1070 stock items with a total annual 
usage of nearly $2,500,000. For further analysis, 
the curve is divided into three basic categories 
labeled “A”, “B” and “C”. In Chart I, the “A” 
items are 10% of the total; the “B”, 20%; and “C”, 
70°. Although there are only 107 “A” items (10% 
of 1070), the chart tells us that our major effort 
should be directed toward buying these items 
Reason: they account for 71% of the total dol- 
lar volume, 

Interesting as this chart is, it doesn’t tell us 
enough. A finer breakdown such as that in Chart 


II is extremely useful. This chart shows the fol- 
lowing breakdown of expenditures: 


Category “> of Items % of Expenditures 
AA 242% 40% 
A 5% 29% 
B 10% 18% 
CC 12%% 8% 
C&C. 70% 9% 


This more detailed breakdown is extremely 
interesting since it shows the importance of cer- 
tain key items in the “AA” category—and also 
the relative unimportance of the 70% of the items 
in the C & C- categories which account for but 
9% of total expenditures. Over-all costs and over- 
all inventories can be dramatically reduced by 
just concentrating on a few items. Although 
these figures are for one company’s operations, 
experience shows that they are remarkably sim- 
ilar to those of most companies. The general rule 
in materials management is that a few items 
always account for an overwhelming percentage 
of total expenditures. 

No savings are made by analyzing a breakdown 
of expenditures. Such breakdowns are only “road 
maps” that show what items offer the most po- 
tential. A “best buy” analysis can then be made 
of these items to assure that maximum value is 
being obtained. 

“Best buy” analysis is largely a matter of 
balancing costs of acquisition and costs of pos- 
session. The former is the total cost of getting 
purchased material into the factory ready for use 
It includes expenses incurred in the purchasing, 
cost, accounting, and receiving departments and 
all shipping and handling charges. Cost of pos- 
session is essentially the cost of carrying the in- 
ventory. 

Divide total cost of acquisition by the number 
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Chart V—Combine the charts 
for cost of acquisition and 
cost of possession (Charts III 
and IV) to get a chart that 
helps determine the best buy. 


Chart VI—The curves for cost 
of possession and cost of ac- 
quisition (See Chart V) can 
be added together to get a 
combined “best buy” curve... 


Chart VII . . . the lowest point 
in each of the two curves is 
added and the points join into 
a curve which shows the best 
buy for various usages. 
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Chart VIlI—Adding the modified “ABC” analysis 
to the “best buy” curve gives a combination chart 
that is extremely useful. 
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This simple nomograph makes it possible to cal- 
culate in seconds whether or not it pays to take 
advantage of a quantity discount offered by a 
supplier, 


of purchase orders issued and you get the total 
cost of issuing a purchase order (or the cost of 
acquisition for each order). For one manufac- 
turer, this cost was $21. Of this amount, only $9 
was incurred in the purchasing department. The 
remaining cost was incurred in accounting, re- 
ceiving, shipping, etc. 

Plot the cost of acquisition and you get some- 
thing that looks like Chart III, which shows total 
cost of acquisition in relation to the number of 
times material is ordered during the year. For 
example, if 26 weeks quantity is bought of one 
item (i. e. the item is ordered twice a year), the 
acquisition cost will be $42. Similarly, if the item 
is bought at 4 week intervals, cost will be $273 
and if at two weeks intervals, $546. Thus, the 
larger the quantity bought at one time, the 
smaller the total annual cost of acquisition. So if 
you want low costs of acquisition, buy a lot and 
carry big inventories. 

But inventories cost money. So we must also 
consider cost of possession which includes al- 
lowances for return on investment, storage, taxes, 
obsolescence, depreciation, handling, etc. Most 
companies would consider a 25% return on in- 
vestment acceptable. And a 10% allowance for 
storage costs, etc. probably isn’t too far out of 
line. The sum of these costs—35%—is applied to 
average inventory investment and the result is 
cost of possession. 

Cost of possession is illustrated in Chart IV as 
a family of curves dependent upon average 
monthly expenditure. For example, any item 
which is used at a rate of $100 per month, and 
is purchased annually, costs $1200. The average 
investment is $600 and the total cost: is $600 
x 35% or $210. In theory, these lines are straight, 
since a 6 month purchase will be half the cost 
of a 12 month purchase, etc. However, in practice, 
it may be necessary to increase the reserve or 
deterioration and obsolescence if a 12 month pur- 
chase is actually contemplated, thus causing these 
lines to curve upwards beyond the 12 months 
purchase. 

Having analyzed these costs, it is a simple mat- 
ter to determine the best buy by combining both 
charts (See Chart V). The cost of acquisition 
curve is then added to each of the cost of pos- 
session curves as shown in Chart VI. (Note: 
Only two of the cost of possession curves are 
illustrated for the sake of simplicity.) 

The lowest point in each of the resulting curves 
is now recognizable as the lowest total cost of 
both acquiring and possessing an asset—in es- 
sence, its “best buy”. When all of these low points 
are joined together, the “best buy” curve results 
as illustrated by Chart VII. 

Note that, an item costing $100 per week has 
its best buy at 8142 weeks purchase; a $500 per 
item—4 weeks purchase, etc. The use of this 
chart can be simplified by adding to it the ABC 
breakdown previously described and averaging 
number of weeks purchased. 

This has been done in Chart VIII and yields 
the following results: 
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Average 
Category Expenditure Purchase Quantity 
AA Over $500/wk. 2 weeks 
A $150 -499/wk. 5 
B $50 -149/wk. 8 
i @ $25 - 49/wk. 13 
G $6 - 24/wk 26 
C— Under $6/wk 52 


The “best buy” chart would work perfectly if 
prices never changed. But prices do change with 
economics and because of quantity discounts. No 
formula can be devised that will automatically 
predict the effect of economic changes. But quan- 
tity discounts can be accounted for with a form- 
ula. 

The principle upon which the formula is based 
is fundamental to business—return on investment. 
Basically, return equals annual savings/ average 
annual investment. The formula X = 

104 +- YZ 

YZ + SY + 104 
of this return on investment principle and is 
derived from the “Best Buy” and “ABC” Form- 
ula. (See Box in this article for explanation of 
formula.) It also allows for anticipated usage and 
vendor's proposed price change 

A safety factor is also incorporated into the 
formula. Reason: extended purchases to take 
advantage of the quantity discount increase the 
probability of loss through deterioration and 
obsolescence. So it is necessary to use a cost of 


100 is an application 


g¢ 


possession greater than 35°. Naturally the safety 

factor used must be arbitrary and depends upon 

individual judgment. The following safety allow- 

ances appear reasonable for various extensions 

beyond normal delivery quantities 

No. of Weeks 

Extension Above Safety Required 

Present Quantities Factor Return 
0-6 25% 44% 
7-12 50 33 
13-26 100 70 
27-52 200 105 


Naturally, the economical order formula would 
be far too laborious for anyone to use as such. 
But there is an easier way. The results can be 
plotted on a nomogram, chart or graph. The 
nomogram is the simplest to use and a sample 
one is shown in Chart IX. One nomogram is re- 
quired for each of the six categories of stock 
items. (The one illustrated is for AA items.) 

As an example of how the nomogram works 
suppose the following were true of a stock item: 

Usage—1000/wk. 

Vendor’s quotation— 1500—$.50 ea. 

10,000— .45 ea. 
25,000— .40 ea. 

The 1000 per week times $.50 each is $500 
expenditure per week—definitely an AA item— 
normal purchase frequency is 2 weeks. The 10,- 
000 quantity represents 10 weeks supply or an 
8 weeks extension over normal purchase. A 


straight line is then drawn through the AA point 
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DERIVATION OF ECONOMICAL PURCHASE 
FORMULA 


Let R Percentage Reduction in Unit Price 
X = Percentage of New Price versus Old Price 
or R 100 X 


Let Y Required Return on Extra Investment 
A&Z Allowable Purchase under ABC sys- 
tem in Dollars per Week and Number 
of Weeks respectively. 
S Number of Weeks Extension Over Allow- 
able Purchase in Weeks 
Then Y = Total Savings in Dollars Yr 
x 100 
Total Savings Annual Cost of Parts Under Pres- 
ent Setup— 
Annual Cost of Parts under New 
Setup 


Annual Cost under Present Setup 
A x 52 
Annual Cost under New Setup 
XA x 52 
Average Extra Investment New Cost per Pur- 
chase Order—Origi- 
nal Cost per Pur- 
chase Order) divided 
by 2 
New Cost per Pur- 
chase = XA (Z +S) 
Original Cost per 
Purchase AZ 


Simplifying and solving for X, 
X = 104 + YZ 
YZ + SY + 104° 


x 100 


and 8 weeks extension to yield a required price 
reduction of 7%. (The upper dotted line on the 
nomogram.) The actual price reduction is $.05 
on a $.50 item or 10%. Therefore, 10,000 is a 
profitable buy. 

Similarly, the 25,000 quantity is a 23 week 
extension and required 24% price reduction. (The 
lower dotted line on the nomogram.) Actual re- 
duction is only 20%, so this is unprofitable. There- 
fore, barring changes in usage or cost, the most 
profitable purchase of this item is the 10,000 
quantity. If these figures should alter, the pur- 
chase quantity must be recomputed 

Now, the system is in such a form that an order 
clerk can use it rapidly and without difficulty 
However, no system is any better than the per- 
sonnel who supervise it. Therefore, it must be 
constantly controlled by a buyer who can in- 
troduce the intangibles of changing business con- 
ditions and forewarning of engineering changes 
leading to obsolescence. Sound business judge- 
ment can never be “built-into” any system. The 
system should be a guide, not a God! 





Purchasing Is More Than Just Buying 


In recent years management has come to realize that purchasing 


is a profit-making function. But purchasing also provides manage- 


ment and operating executives with services that are of great 


value. Here is how one modern company takes advantage of 


everything their purchasing department can provide. 


By Harold C. Barnett 


6 

Pourcuasinc is a_ service 
department ‘n the broadest sense 
and we do not take our duties 
lightly. We are the only depart- 
ment in the entire company that 
performs such a broad range of 
services affecting so many people.” 

Frank S. Kaufmann, director of 
purchases at the Mead-Atlanta 
Paper Company, Atlanta Georgia 
spends about $15 million a year. 
3ut he firmly believes that a 
purchasing department should do 
more than buy materials and sup- 
plies. They can and should per- 
form an unusual service for the 
company, he feels. 

The Mead-Atlanta Paper Com- 
pany manufactures corrugated 
shipping containers and displays, 
carry-home cartons for the soft 
drink and beer industries, folding 
paper-board cartons for packaging 
of foods, textiles and detergents. 
A product line as diversified as 
this offers many opportunities for 
purchasing to provide unusual and 
important service. 

Some of the more prominent 
services Kaufmann’s group han- 
Market development; 
Investigation of new equipment 
and new materials; Advisory help 
to top management; Budgetary 
Cost reduction through 
value analysis; Inventory control; 
efficient procedures for 
handling interdepartmental acti- 
vities. 

In addition, Kaufmann is a 
member of the important Project 
Committee. This “watchdog” 
group checks on various opera- 
tions of the company. It is an ad- 
visory, rather than policy-making 
group. For example, if a depart- 
ment head comes up with a new 


dles are: 


control: 


more 


66 


idea for automating some section 
of the plant, it is first presented 
to the Project Committee. If the 
committee feels that the scheme 
has merit a recommendation for 
action is made to the president of 
the company. 

Besides Kaufmann, members of 
include: the vice 
president in charge of production, 
treasurer, chief engineer, produc- 
tion manager, general superin- 
tendent, assistant to. the president 
and the comptroller. 

In addtion to serving on this 
committee Kaufmann provides 
President Arthur L. Harris with 
weekly reports. These one-page 
reports point up the highlights 
of purchasing’s activities which 
might have a direct bearing on 
overall company operations. 
Kaufmann will also give the chief 
executive a thumbnail account of 
general market conditions he 
has observed on various trips. 
This continual flow of information 
upstairs gives top management a 
good working knowledge of what 
is happening inside and outside 
the company. 


Out In the Shop 


As an advisor to top manage- 
ment, Kaufmann insists that his 
staff keep him advised in turn. 
He also insists that each man in 
his department be familiar with 
the workings and operation of the 
various manufacturing depart- 
ments. He has an informal rule 
that requires each man to spend 
15 to 20 minutes a day in the 
plant. 

Director of Purchases Kauf- 
mann does not insist on his buyers 
and purchasing agents being pro- 


the committee 


fessional boxmakers, but he does 
require that they know what's 
going on. Only in this way can 
they interpret what they see and 
hear and pass it on to the director 
of purchases’ office for further 
evaluation and possible inclusion 
in his report to the president or 
other top executives. 

The “plant tour” rule is rather 
simple; if you buy stationery, you 
should make it your business to 
see the stationery stores once in 
awhile, but you should also know 
what the users think of the car- 
bon paper. The board buyer must 
get out in the yard to inspect the 
board inventory. If he sees any 
signs of “yellowing” he knows im- 
mediately that there is a possibil- 
ity that production is not using 
the paper on a “first in, first out” 
This same buyer should 
watch the board pass through the 
various machines so he can be 
aware of its ability to withstand 
the rigors of a production line. 

The walks through the plant, 
and an occasional “look-see” at 
the 10,000 items in stores help to 
give each man a very broad 
knowledge of the department and 
of Mead-Atlanta Paper. That's 
one of the reasons why Kaufmann 
prefers to promote from within. 
Everyone trains his own under- 
study and successor. 


basis. 


Budgetary Control 


Another purchasing service is 
checking departmental budgets. 
This is accomplished by having 
ali purchase requisitions pass 
through one point in the purchas- 
ing department. Here they are 
noted and checked for budgetary 
control, Purchasing has no re- 
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Interviewing salesmen occupies much time. Here 
Diagraph Bradley 
Inc. shows Roger DeLeon a new product. 


Charles D. Snyder, 


sponsibility to increase, decrease 
or alter the budget in any way 
Their job is one of pure service 

Approximate prices are applied 
to the requisition at this check- 
point and the using department 
is tentatively charged with the 
purchase. When a_ department 
reaches a point at about 80% of 
its budget the department head is 
advised immediately. 

This obviously puts him in a 
position to know how much he has 
available for future requirements. 
He, of course, is not limited to 
the confines of a budget. He can 
spend more or less than is al- 
located. However, if he plans to 
go over he must submit a written 
request to the Project Committee 
for permission. This request in- 
cludes his reasons why he needs 
the additional money and what 
forced him to reach this level in 
the first place. Naturally, if his 
reasons are valid and management 
feels that it is necessary for the 
good of the company for him to 
go ahead, he will be given the 
green light. 

In other companies, this func- 
tion might be handled by the ac- 
counting department. But the ac- 
countants learn of expenditures 
after they are a fact. Purchasing 
is aware of contemplated spending 
and can advise accordingly. 


Value Analysis 


Mead-Atlanta does not have a 
formal value analysis program. 
Every buyer is expected to use 


FEBRUARY 2, 1959 


Industries, 


To prevent having more than one purchase order 
sent to the same industrial distributor in one day 
the first buyer to telephone an order puts up a P.O. 


number on this blackboard. When additional orders 
are called in this same number is used. 


the various value analysis tech- 
niques and tests on each purchase 
he makes. One example of how a 
buyer saved over $10,000 a year 
with very little effort: The man- 
ufacturing division some- 
where near 200,000 gallons of al- 
cohol a year. Purchasing was buy- 
ing a certain grade based on spe- 
cifications furnished to them. The 
buyer decided to ask the vendor 
for a chemical analysis of the al- 
cohol he was supplying. The buy- 
er then took the analysis and dis- 
cussed it with the requisitioner 
Together they found that by elim- 
inating one ingredient it was pos- 
sible to save five cents a gallon 
still keep the quality and 
effectiveness of the alcohol at a 


uses 


and 
desired level. 


Reports to Purchasing 


Much emphasis is put on re- 
ports which originate in purchas- 
ing. The purchasing staff must 
also analyze and evaluate a num- 
ber of reports which they receive. 

There major reports 
which are sent to purchasing on 
There are also 
many less important, less regular 
reports which help make up a 
complete picture of the company 
activities, 


are SIX 


a regular basis. 


The major reports sent to pur- 


chasing are: (1) daily production 
report; (2) daily inventory re- 
port—major raw materials; (3) 
weekly report on selected inven- 
tory items; (4) monthly produc- 
tion and sales forecast; (5) cost 


analysis of closed out orders; (6) 
quality control report 
ment of paperboard 


each ship- 


Efficient Procedures 


In one instance the purchasing 
department set out to help an- 
other department and “the bread 
cast upon the water was returned 
a hundredfold.” 

The 
week financial cycle 
that the department 
must provide operating statements 
without the 
furnish 
counting with the necessary data 
had to work overtime 
every four weeks to make up the 
list of the list of or- 
ders for which only partial ship- 
ments had With- 
out this accounting 
could report the 
financial condition of the corpora- 


corporation is on a tour- 
This means 
accounting 
regard to calendar 


month. In order to ac- 


buyers 
“accruals;” 
been received 
information 
not accurately 
tion. To send either a copy of the 
purchase order or a copy of the 
receiving report would mean 
stocking an endless supply of both, 
since there was no way of fore- 
telling how many shipments might 
be necessary before a particular 
order was completed 
Director of Purchases 
mann felt that there 
someway of licking this simple 
but bothersome problem. There 
was. The purchasing department 
now has a Thermofax machine 
When a report comes 
up indicating a partial shipment, 
the report is checked against the 


Kauf- 


must be 


receiving 
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\ daily report of the inventory of all major raw materials is furnished 
to the purchasing department by the statistical department. 


Each member of the Mead-Atlanta purchasing department submits a per- 
formance report to Director of Purchases Kaufmann on a weekly basis. 
The reports do not leave the director’s office and are for his guidance 
in operating the department rather than policing individuals. 
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original order, stamped “Partial 
Shipment,’ put through the 
Thermofax machine and immedi- 
ately forwarded to accounting. 


Parts Control 


Of the many efficient procedures 
in use at Mead-Atlanta one of 
the most helpful and useful is 
the IBM parts control. Each morn- 
the statistical department 


ing 


furnishes purchasing with a com- 
plete inventory of all major raw 


materials. The report has the 
usual columns of opening balance, 
receipts, usage and balance on 
hand, An extra column is added 
to serve as a stoplight. This col- 
umn is headed, “Usage Amount.” 
In juxtaposition with the “Balance 
on Hand” it provides a quick and 
easy check. Purchasing merely 
runs an eye down the two columns 
making certain that the amount 
on hand correlates with the ex- 
pected usage. A rule of thumb is: 
The balance on hand should ap- 
proximately equal three times the 
usage. 

When a specific raw material is 
not being used up as rapidly as 
planned the purchasing depart- 
ment is immediately aware of it. 

The vendor is notified to hold 
delivery. “There is no point in 
tieing up capital unnecessarily 
and overtaxing our physical facil- 
ities,” says Frank Kaufmann. “A 
profit-minded purchasing depart- 
ment can’t afford to have a few 
extra carloads come in which are 
not for three four 
weeks.” 


needed or 


urn to page 108) 
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Recent Court Decisions 


Affecting P.A.’s 


Purchasing agents must know more than just the wording of the law. 


They must also be familiar with the courts’ interpretations of the law. 


By Leo Parker 


C AN A purchaser avoid liabil- 
ity under a written contract by 
proving that the seller made oral 
statements which contradict the 
terms of the written contract? 

According to a recent higher 
court decision, a written contract 
“stands” on its own feet and oral 
testimony cannot be used to con- 
tradict or vary the meaning of a 
non-fraudulent written contract. 

For illustration, a company 
signed a written contract for per- 
formance of certain services. 
Later one of the contracting par- 
ties said the written contract was 
not conclusive and attempted to 
introduce before the court oral 
testimony which would modify 
the terms of the written contract. 
The higher court refused to listen 
to the testimony, and said: 

“Where the terms of an agree- 
ment are plainly stated in writing 
without ambiguity, the parties’ in- 
tention must be ascertained from 
the language used in the written 
contract and oral evidence is in- 
admissible to show such inten- 
tion. Oral evidence will never 
be taken as to the intent of the 
parties unless there is uncer- 
tainty and ambiguity in the writ- 
ten contract.” 

On the other hand, an oral con- 
tract is valid and enforceable 
which clearly explains the rights 
and obligations of the contract- 
ing parties. This rule of law also 
is applicable to an oral promise 
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made by a general contractor to 
award an installation contract to 
a subcontractor. 


An Example 


For illustration, in one case it 
was shown that a Board of Edu- 
cation advertised for bids on con- 
struction of two school buildings. 
A general contractor named Yel- 
verton told one Stites, a plumbing 
contractor, that he was submit- 
ting a bid on the project and 
urged Stites to submit a bid for a 
subcontract on the plumbing, 
heating and ventilation work on 
the Stites submitted a 
written bid on such work for $56,- 
700. When the bids on the gen- 
eral construction contract were 
opened by the school board, it 
was found that Yelverton had the 
lowest bid. At that time Yelver- 
ton conversed with Stites and 
informed him orally that he was 
accepting Stites’ bid for the sub- 
contract and at the same time 
orally assuring Stites that when 
the school board signed the con- 
tract he would give Stites a sub- 
contract on the plumbing, heating 
and ventilation. Later Yelverton, 
without consulting Stites, ar- 
ranged with another plumbing 
and heating contractor to do the 
work of supplying and installing 
the plumbing, heating and venti- 
lating work. 

Stites then sued Yelverton for 
$6,700, the profit he would have 


schools. 


earned if Yelverton had fulfilled 
his oral agreement to Stites 
the subcontract 

It is interesting to observe that 
the higher court held Yelverton 
liable in $6,700 damages to Stites. 

Hence, the decision of this late 
higher court clearly proves that 
a verbal between two 
contractors is valid and enforce- 
able. 

Of course, if 


five 


promise 


the parties dis- 
agree as to the amount of money 
due, then dependable testimony 
must be taken which the 
court may decision for 
the successful party in the litiga- 
tion. 


upon 


base its 


Voidable Contracts 
If a_ seller forged 
check, can he the 
merchandise from one who inno- 
cently bought it from the original 
purchaser? 

The answer:—No, if the seller 
gave to the first buyer a clear 
bill of sale enabling the buyer to 
obtain a good and clear certificate 
of title. 

A typical situation: The seller 
of merchandise, in taking a check 
in payment, delivers the merch- 
andise and a clear certificate of 
title or bill of sale to the pur- 
chaser. The latter transfers or 
sells the merchandise to an inno- 


recelves a 


repossess 


‘cent purchaser for value before 


the seller learns that the payment 
check is forged. 
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Here the legal question is: Can 
the original purchaser receive 
any title at all which he can con- 
vey to an innocent purchaser? 

If it is found that the original 
purchaser received even a void- 
able title, it is generally held 
that the innocent purchaser, when 
relying upon the possession of the 
merchandise and the certificate 
or bill of sale, will be protected 
against the claims of the original 
seller. In other words, the inno- 
cent buyer can retain possession 
of the merchandise without mak- 
ing any payment to the original 
seller. 

For illustration in one case it 
was shown that a purchaser of 
an automobile paid the seller, 
with a bad check. Hence the 
purchaser had a voidable title to 
the automobile since he obtained 
it by falsely representing the 
check he gave for the purchase 
price to be good. This means 
that if the seller could have lo- 
cated the automobile while it was 
still in possession of the buyer he 
could have repossessed it. How- 
ever, an innocent buyer purchased 
the automobile. 

The higher court held that since 
the original buyer’s title had not 
been avoided at the time he sold 
the car to the innocent buyer, 
who bought the automobile in 
good faith, the innocent buyer ac- 
quired good title to the automo- 


YOU GUARANTEED THESE PILLS 


bile. 

For comparison, the testimony 
of another case showed that a 
person named Hugh purchased 
from a dealer a new automobile. 
Hugh gave the dealer a check 
for $3,058 in full payment of the 
purchase price of the vehicle, 
plus the sales tax and cost of the 
1955 license. The dealer gave to 
Hugh the customary clear deal- 
er’s bill of sale, and certificate of 
title. Although Hugh had received 
a clear certificate of title and bill 
of sale, his check was returned 
by the bank on which it was 
drawn, and remained unpaid. 

Sometime later Hugh applied 
to the Manhattan Credit Corpora- 
tion for a loan on the automobile. 
The same was granted and Hugh 
executed a note and mortgage to 
the Manhattan Credit Corpora- 
tion. At the time the loan was 
made Hugh had in his possession 
a registration certificate and a 
certificate of title in his name as 
the owner of the vehicle, showing 
no liens or encumbrances. The 
Manhattan Credit Corporation af- 
ter execution of the note and 
mortgage by Hugh obtained a 
certificate of title to the vehicle 
showing a lien in their favor. 

The Manhattan Credit Corpo- 
ration sued the dealer for full 
amount of the loan made to Hugh. 
The higher court promptly held 
the dealer liable, saying: 


WOULD MAKE ME SLIM. I'M SUING. 


| SAID THE PILLS WOULD WORK \F 
TAKEN PROPERLY. 


A clause such as “if used properly”—intended to safeguard a seller 
against future guarantee liability—may be entirely ignored by a jury. 


“As indicated, the bill of sale, 
showing no incumbrances was 
presented to the State Revenue 
Department and a certificate of 
title was issued to Hugh based 
upon the bill of sale. In the cir- 
cumstances, we hold that appellee 
(Manhattan Credit Corporation) 
had a right to rely upon the cer- 
tificate of title and in good faith 
made the loan to Hugh and was 
in the position of an innocent 
third party.” 

No Verbal Guarantee 

According to a late higher court 
decision a dissatisfied buyer of 
merchandise cannot refuse or 
avoid payment of the agreed pur- 
chase price, if the seller proves 
that he gave no verbal or writ- 
ten guarantee on the merchan- 
dise. 

For illustration, one Chader 
purchased certain equipment 
from one Knecht for $500, giving 
Chader a bank check for this 
amount. 

Soon afterward Chader claimed 
there was something mechanically 
wrong with the equipment, and 
stopped payment on the check 
which he gave to Knecht. Knecht 
sued Chader for $500, the amount 
of the check on which Chader 
stopped payment, and $2,000, as 
punitive damages, and costs of 
suit. During the trial Knecht 
proved that he had not guaran- 
teed the equipment to Chader. 

It is interesting to observe that 
the higher court held that Chader 
must pay Knecht $500 and keep 
the equipment. However, the 
court refused to hold Chader lia- 
ble for punitive damages because 
there was no proof that Chader 
stopped payment on the check 
with malicious intent. 


Malicious Prosecution 
Is it lawful for the seller of 
merchandise to prosecute a buyer 
criminally for concealing mort- 
gaged merchandise on which he 
owes past due payments? 

The answer: Yes, provided the 
prosecution is well founded and 
not merely intended to force or 
“scare” the buyer into paying the 
amount due the seller. 

For illustration, in one case a 
corporation sold to one Ashland 
certain equipment under a condi- 


For More Information Write No. 197 
on Inquiry Card—Page 32> 


PURCHASING 





EXPANDED 


FLAT BRAID 


WIRE ROPE 
TAPE 


Familiarity might breed 


FLAT BRAID 


STRAND OR 
FINE WIRE 
ROPE 


TUBULAR BRAID 


NEW PRODUCT IDEAS! 


The wire fabrications shown here, highly developed 
specialties of National-Standard, are available in 
many types and sizes. Each can be produced in any 
metal that can be drawn into wire. 

These materials are used in numerous products 
today for many different reasons... for strengthen- 
ing, stiffening, protection, safety, decoration, 


filtering, screening, heat or electrical conductivity, 
grounding, etc., etc. 


Can one of these materials meet a present or new 
product requirement of yours? You'll never find an 
organization more cooperative or better qualified to 
help you fully explore any such ideas. Just get in 
touch with National-Standard, Niles, Michigan. 


NATIONAL (=) STANDARD 


NATIONAL -STANDARD. Niles, Mich 
WORCESTER WIRE WORKS. Worcester, Mass 
WAGNER LITHO MACHINERY. Secaucus. N. J 


CROSS PERFORATED METALS. Carbondate. Pa 


+ ATHENIA STEEL. Clifton, MU; 


bular braid and wire 


* REVNOLOS WIRE. Dixon. ti 


flat high cart 


a decorative perforated metals 





tional sale contract. Ashland be- 
came in arrears of agreed monthly 
payments and Latimer, an officer 
of the corporation, caused a writ 
of replevin to issue for the re- 
covery of the equipment. A 
deputy sheriff, with the writ of 
replevin, located and served Ash- 
land who stated the equipment 
was out of the state, and he did 
not know just where it was. The 
corporation lawyer told Latimer 
that the replevin action had been 
unsuccessful and advised that the 
corporation take action against 
Ashland for concealing mort- 
gaged property; that he was 
guilty of a crime and should be 
punished. An officer of the corpo- 
ration signed a warrant charging 
Ashland with embezzlement of 
mortgaged property. Ashland was 
arrested and lodged in jail. Some- 
time later an officer of the cor- 
poration told Ashland that if he 
would divulge where the equip- 
ment was he would be given 
plenty of time to pay his delin- 
quent account. Immediately 
thereafter, Ashland, turned over 
the equipment to the corporation. 
He was then released from cus- 
tody. Within a short time Ash- 
land made full settlement with 
the corporation. Then Ashland 
sued the corporation for malici- 
ous prosecution. The higher court 
held the corporation liable to 
Ashland for $3,000 ordinary dam- 
ages and $2,000 exemplary or 
punitive damages. 


The higher court explained 


that a seller is liable in damages 
for malicious prosecution of a 
buyer if the latter proves that the 
criminal prosecution was (1) in- 
stituted by the seller; (2) the 
termination was favorable to the 
buyer; (3) want of probable 
cause; (4) that it was done 
maliciously; and (5) resulted in 
damages to the buyer. 


Law of Guarantees 


Recently the higher courts 
rendered several unusually im- 
portant decisions on the subject 
of guarantees. Here’s a review of 
the decisions. 

If a seller breaches a contract 
he is, of course, liable for the 
actual damages or financial losses 
sustained by the purchaser, pro- 
vided no fraud is involved. And 
conversely, under the same prin- 
ciple of law, a purchaser who 
breaches a valid contract is liable 
to the seller. 

According to a new higher 
court decision, a manufacturer 
who breaches a guarantee on the 
quality of merchandise is fully 
liable for the damages sustained 
by the purchaser if the jury de- 
cides in favor of the purchaser, 
irrespective of testimony to the 
contrary. In other words, a clause 
in a sale contract intended to 
safeguard a seller against future 
guarantee liability may be en- 
tirely ignored by a jury. 

For example, a property owner, 
named Robin, purchased $2,000 
worth of paint which he used to 


THIS SCOUNDREL GAVE ME 
A FORGED CHECK FOR THE 
MACHINE HE SOLD YOU. 
YOU'LL HAVE TO GIVE ME 
BACK THE MACHINE. 


He’s wrong. An original seller can’t repossess titled merchandise 
from one who innocently purchases it from the original purchaser— 
even if the original seller receives a forged check. 


paint his outside fences. The 
manufacturer mailed Robin a let- 
ter which read: “This is to notify 
you that the special lead-free 
primer and top coat paint con- 
tains only top quality materials 
and is manufactured as a top 
quality, first line product. If prop- 
erly applied with a minimum of 
two coats, and preferably three, 
it will give satisfactory perform- 
ance for a minimum period of 
three years under normal con- 
ditions and with normal wear 
taken into consideration.” 

Note that this letter stated that 
the paint was guaranteed “if prop- 
erly applied.” Also, the manu- 
facturer’s salesman orally guaran- 
teed the paint to last for three 
years if properly applied. The 
evidence conclusively showed that 
within a few months after the 
paint was applied it chipped, 
curled, peeled, and came off in 
large flakes. The failure of the 
paint to conform with the 3 years 
guarantee was attributed by the 
manufacturer to have been caused 
by its being improperly applied 
and to the poor condition of the 
wood to which it was applied. 
However, the lower court 
awarded Robin $4,695 damages, 
which included the labor cost of 
applying the paint. The higher 
court approved the verdict, say- 
ing: 

“The evidence amply supports 
the finding that there were verbal 
warranties in addition to the let- 
ter and that these verbal war- 
ranties were also relied upon by 
the respondent (Robin). The 
measure of damages for breach of 
warranty is the loss directly and 
naturally resulting from breach 
of warranty.” 

The court also held the manu- 
facturer liable for $2,353 which 
was shown by the evidence to be 
the cost of removing the paint 
which was necessary before other 
paint could be applied. 

In this case, the clause in the 
contract which limited the manu- 
facturer’s three years guarantee 
to the paint “when properly ap- 
plied” did not in the least relieve 
the manufacturer. The jury, after 
listening to all testimony, decided 
that Robin, the purchaser had 
“properly” applied the paint. 
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FOR SAFETY’ 


S SAKE, 


BUY VACU-BREAK 


With BullDog’s exclusive 
clamped-pressure switching contacts 


Maximum safety with BullDog Safety Switches 

Arcs are smothered before they can cause fire hazard or 
damage to the switch because contacts are housed inside 
compact Vacu-Break* chambers. Pitting and burning of 
contacts are reduced to an absolute minimum—mainte- 
nance is virtually eliminated. 


Simple, foolproof switching 
Vacu-Break heads are directly con- 
nected to the switch handle. No 
toggles, triggers or springs to fail. 
No danger of switching failure. 
Positive, safe switching every time 
for a lifetime. 


tact slug 
assembly 
ber. 

sures 


“break”? 


3ull Dog Electr 


speeds 


i- Break and ¢ 


BUSGROGE 


Bull Dog Electric Products Company, 
Detroit 32, Mich. BullDog Export 


ida: Bull Dog Electric Products Co 


Clamped-pressure contacts 

This close-up shows movable con- 

and Clampmatic* 

inside Vacu-Break cham- 

The Clampmatic assembly as- 
cli imped- pressure 

increases switch life. 


Products Company 


Dangerous arcing with open knifeblade switches 
Unconfined flash explosion occurs, burning and pitting 


blades. Fire hazard and frequent maintenance are the 
result. These are unretouched photographs of 100 amp, 
600 volt switches, operating under 90 ampere, 440 volt 
load with 40% to 50% power factor. 


Withstand 100,000 omp fault current 
BullDog Vacu-Break Switches 
Master and Junior—will withstand 
100,000 amp short circuit current 
when equipped with current-limiting 
Amp-Traps Play it safe—recom 


mend and buy BullDog Vacu-Break! 
REPCO 


i trademart he { Shau at 


spring 


contacts, 


**Amp-Trap is « 


mpar 


Division of I-T-E Circuit Breaker Company 
Jiwision 


Canada) Ltd., 


13 East 40th St.. New York 16, N.Y 


80 Clayson Rd., Toronto 15. Ont 





Every day in America’s cost-conscious 
Continental drills are proving 
their ability to produce a finer, cleaner 
hole and to last longer — up to 25% 
production! Continental drills 
cost you less per hole! 


CONTINENTAL 
DRILL conronsrion 


555 W. Adams St., Chicago 64, Illinois 


WAREMUUDES: 
LOS ANCELES 
2944 Tweedy Bivd. 
LO 7-4424 


4 PERMANENT 
TIME-SAVING CHARTS 


plants 


more 


NEW YORK 
7S Murray St 
BA 7-4220 


FREE 


Continental Drill Corp 
Chicago 6, Ill 


TACOMA, WASH. 
2006 Center St. 
MA 17-3434 


555 W. Adams Street 


REE? 





Products 
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Process Minimizes Failure 
Of High Speed 
Cutting Tools 


a 


Surface hardening neutral bath 
is used to give greater wear resis- 
tance and increased surface hard- 
ness to high speed steels and high 
carbon, high chrome type alloys 
after they have been hardened, 
tempered and ground. This proc- 
ess conditions a high speed tool 
to its maximum peak of efficiency 
and productivity after a short 
period of treatment; increases 
surface hardness, equivalent to 
Rockwell Hardness 70-74C; in- 
creases wear resistance; gives 
keener cutting tool edges; reduces 
time in tool setting and grinding; 
increases production; toughens 
soft skin, if any, due to faulty 
hardening. A. F. Holden Co., De- 
troit, Mich. 
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Oxygen Cylinder 


- LC-3 Oxygen Cylinder (right) 
holds the liquid equivalent 
slightly more than 12 standard 
244 cu. ft. compressed gas cylin- 
ders (left) and permits substan- 
tial savings in handling, storage, 
and _ transportation Linde 
Company, 420 Lexington Ave., 
New York 17, N.Y. 
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costs. 


EVERY 
TYPE OF 
CUT GEAR 
FOR EVERY 
INDUSTRIAL 
PURPOSE 


SINCE 1888...We have been making 
many types and sizes of gears for indus- 
try. During these passing years we have 
derived considerable experience, trained 
numerous personnel, and expanded our 
mechanical and plant facilities—and have 
remained under one continuous manage- 
ment. We are ready to ably serve you. 





HERRINGBONE WORM GEAR 





HELICAL GEARS 





of | 





BU Ay 


BEVEL GEARS SPIRAL BEVEL 








ESTABLISHED 


D. 0. JAMES GEAR MANUFACTURING CO. 
1140 W. Monroe Street, Chicago 7, Ill. 
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Experience—the added alloy in Allegheny Ludium too/ stee/s 


QUICK, FAST TESTING for carbon content is done 
not once or twice but 8 times per melt in A-L’s Chem 
Lab with this direct reading Leco carbon determinator. 


Carbon content checked 8 times during melt 
to guarantee A-L tool steel hardenability 


Lab tests for carbon eliminate your guesswork; 
provide high hardness, uniform hardenability, 
reproducible tool performance. 


Because carbon has the greatest influence on hard- 
enability, Allegheny Ludlum watches it carefully during 
the melt. Testing a specimen for carbon takes only a 
few minutes. Therefore, A-L checks for carbon content 
8 times during the melt, and makes the necessary adjust 
ments to insure accurate control of carbon. This control 
means Allegheny Ludlum can hold carbon content to 
a closer range than most customers specify. 

Carbon control at Allegheny Ludlum assures you of 
precise response to heat treating. This control in the 


melt brings you predictable, Aigh hardness, uniform hard- 


j 


» > ’ 
enability and reproducthle t 


J 
t performance 


This is just one of the many things A-L does to insure 


high quality. Here are some others: close control overt 
forging techniques, rigid temperature-ume program- 
ming, careful testing of billets prior to processing to 
insure good surface and sound interior, control over 
annealing to give you the right hardness for your 
exact machining operation, thorough metallurgical test 
ing to insure top tool steel quality and mee ung of yeur 
specifications. 

Allegheny Ludlum stocks a complete line of tool 
steel sizes and grades. Call your nearest A-L representa 
tive; you'll get quick service and counsel on such 
problems as heat treating, machining, grade selection, 
etc. Or write for A-L’s publication list which gives full 
data on the more than 125 technical publications offered 
They'll make your job easier. 

ALLEGHENY LUDLUM STEEL CORPORATION, 
Oliver Bldg., Pittsburgh 22, Pa. Address Dept. P-14 


ALLEGHENY LUDLUM 


Tool Steel ‘warehouse stocks throughout the country... Check the yellow pages 


every grade of tool steel... every help in using it 
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Pump Housinc 
ast-in bushing, « 


height 4 


A Sem:-Permanent Mold Cast ng 
Aut. Nail Driving Housing with 


opper tube assembly 


P Wigdaelal casting with cast-in 
heating element, length 3%,” 


a" 


width 


COMBINATION PERFORMANCES “HARNESSED” 
WITH ALUMINUM PERMANENT MOLD casting 


Your product design requirements may dictate 
© light weight, rust-proof casting, tailored to 
perform with a heating element, bushing or 
insert, ALUMINUM PERMANENT MOLD casting 
is the answer, as it is superior to other casting 
methods for holding and positioning metals 
selected for integral performances 


Shown here are examples of ALUMINUM PER 
MANENT MOLD CASTINGS already in use. 
All requiring the physical advantages of alum- 
inum with bearing metals to resist frictional 
weor, and conductive metals for varied watt- 
age loads. At EXALCO these are common 


requirements and create no production chal 
lenge to our skilled permanent mold casting 
engineers. 


Your “finished product appearance’’ may be 
of primary importance. Our DURAGLAZE was 
developed by us to provide a finish that can 
not crack or chip. It is mechanically applied 
to any flat or contour surface and assures 
greater durability than chemical and electro 
chemical finishes 


Feel free to write us for production procedure 
and estimates of aluminum castings with or 
without cast-in features 





E MANUFACTURING CO. 
ALUMINUM IM PERMANENT MOLD AND SAND 


46 SHELDON ROAD + BEREA OHIO + BEREA 4.209) 
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Micrometer Caliper for 
Grooves and Lands 


A micrometer caliper measures 
widths of grooves and _ lands, 
chiefly in interior sections where 
no previous gage could be used. 
Measures both internal and exter- 
nal cuts and grooves and deter- 
mines groove locations. Unit is 
8% in. long with a standard mic- 
rometer type head. Two discs, 
each .547 in. diam. and .025 in. 
thick, ground and lapped, form the 
jaws or measuring surfaces. Meas- 
uring capacity ranges from .050 
to 1.050 in. for groove widths. In 
measurement of lands or widths 
between grooves, range is from 
zero to 1.000 inch. Applications in- 
clude measurement of the width 
of “O” ring and retaining ring 
grooves, keyways, cylinder 
grooves, and lands. The unit can 
be used to measure groove dis- 
tance from an external reference 
surface to a probe depth of 
5-3/5 inches. Consolidated Air- 
craft Products, El Segundo, Cali- 
fornia. 
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Cleaning Unit 
Where Fumes or Excess 
Water Objectionable 


All-Electric Model E-350 Hy- 
pressure Jenny for cleaning or 
sanitizing in confined areas where 
fumes, smoke, flame, or excess 
water would be objectionable or 
hazardous. Prevents flash rusting 
of machinery or equipment, and 
imparts a like-new gloss to paint- 
ed surfaces. Relatively low water 
output, quiet operation, and free- 
dom from fumes and flame per- 
mits use practically anywhere. 
Ninety seconds after pressing the 
motor switch, turning on the heat- 


PURCHASING 





ers, and setting the solution met- 
ering valve for the desired con- 
centration of cleaning solution, 
the “E-350” is ready to clean. It 
is protected against damage or 
improper operation by automatic 
shut-off heaters in case of water 
supply failure; light to show when 
heaters are on; hose protector plug 
to prevent damage from super- 
heated steam; and valve to auto- 
matically release excess pressures 
if line restrictions occur. 

Offered with a choice of wiring 
for either 220 volts or 440 volts, 3 
phase, 60 cycle, AC current. Has 
742” rubber-tired wheels and 
drawbar for easy movement from 
job to job; weighs 375 pounds; and 
measures approximately 48” L x 
24” W x 38%” H. Homestead 
Valve Manufacturing Co., Corao- 
polis, Penn. 
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Universal Pipe Hanger 
Ring Replaces Others 


A universal adjustable pipe 
hanger ring provides a single unit 
which can generally be used in 
place of most other types of pipe 
hanger rings. The “Auto-Grip” 
ring consists of a metal band and 
a locking insert for attachment 
to a threaded hanger rod. The in- 
sert is self-locking through spring 
action as well as through the 
weight of the pipe supported. The 
ring is available in zinc or copper 
plate as standard, for pipe sizes 
from '% through 3% in. The band 
may be readily reshaped on the 
job if conditions require it. Auto- 
matic Sprinkler Corporation of 
America, Jones & Brittain Sts., 
Youngstown, Ohio. 
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NOW for the FIRST TIME 


the ORIGINAL 


PositivE 


LOCK WASHERS 


This Is The Machine 
Theat Makes It Possible 


Be SURE with NON-LINK 
POSITIVE Lock Washers— 
the “barbs” moke 
the difference 
This illustration shows how 
NON-LINK POSITIVE Lock 
Washers combine the ad- 
venteges of tooth-type 
washers with the proven 
spring-power of regular lock 
washers. Arrows point to 
the teeth or “barbs” in 
both the nut and the beor- 
ing surface. At the same 
time, the spring-power main- 
tains the tension which as- 
sures a permonently tight 

assembly 


EXTRA COST! 


Automation Eliminates 
Costly Operations 


A new, high-speed fully automated proc- 
ess (Patent Pending), developed by 
POSITIVE produces these superior lock 
washers at low cost because it eliminates 
slow, costly manual operations formerly 
required. As a result, you can now buy 
NON-LINK POSITIVE Lock Washers 
in 9 Popular Sizes (A.S.A. Medium) at 
the same price you are paying for con- 
ventional spring lock washers 


9 Popular Bolt and 
Screw Sizes (A.S.A. Medium) 
3/16", 1/4", 5/16", 3/8”, 7/16", 
1/2”, 9/16", 5/8”, 3/4” 


Test their superior holding power and 
be convinced that they combine all the 
advantages of tooth-type washers with 
those of live action spring lock washers 
NON-LINK POSITIVE Lock Washers 
have long been known as the sure way 
to keep bolts and nuts tight — and re- 
member, now you can buy them at the 
same price as regular lock washers. 


Send for FREE Trial Order 


If you will write us on your company letterhead, we'll gladly send you 
FREE a small quantity of NON-LINK POSITIVE Lock Washers in any or all 
of the 9 popular sizes listed above (A.S.A. Medium Section). 


POSITIVE LOcK WASHER CO. 


183 Miller 


St. bd 


Newark 5, N. J. 


Manufacturers of High Grade Lock Washers Since 1890 
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It’s Easier 
and 


Less Costly 


to BUY MELLOWES 
LOCK WASHERS 


because Mellowes 
handles orders fast! 


Reliable suppliers who can ship on 
a moment's notice, without errors, 
help you eliminate large inventories 
of parts and supplies, keep your 
working capital “working”. The 
Mellowes Company realizes that 
speed and accuracy in filling your 
orders may mean the difference be- 
tween profit and loss. That’s why 
we are geared to handle your Lock 
Washer orders fast! For example: — 

You can call Mellowes “collect” 
long distance any time to place an 
order. The next time you need lock 
washers in a hurry, phone Mellowes 
collect” at Milwaukee. The num- 
ber is COncord 4-5090. 

Ample stocks of Mellowes Lock 
Washers in all standard sizes are 
maintained to assure prompt ship- 
ment of your orders. In fact they 
are usually shipped the same day 
received. 

To get your lock washers to you 
as quickly as possible, Mellowes al- 
ways ships via a fast mode of trans- 
portation, 


Mellowes controls the source of 
the wire from which its lock washers 
are made, assuring an ample and 
continuous supply of “high quality 
raw materials” in all sizes. 

Remember, too, that Mellowes 
pre-pays the freight on all ship- 
ments of 200 lbs. or more, a practice 
which eliminates time-consuming de- 
tail work in your office. Consider it! 

You'll find that Mellowes sales 

representatives in all areas, are fine 
fellows to deal with, will give you 
immediate attention and fast service 
on your lock washer needs. 
Yes, it's easier and less costly to buy your 
lock washers from Mellowes because Mel- 
lowes is geared to handle your orders 
promptly and speedily. 


The Mellowes Company 
141 E. Nash Street * Milwaukee 12, Wis 


A. W. Mellowes, 
Founder and Chairman 
of the Board 


Note: 

This is one of a series 

of advertisements pre 

senting Mellowes cus 

tomer-service policies 
} which benefit vou, the 

buyer of Lock Washers. 
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Fifth Wheel Improves 
Load Handling 


Swivel fifth-wheel and steering 
attachment replaces casters and 
provides a short turn radius. 

The load is carried on a hard- 
ened fifth wheel which makes 
turning easy. The large diameter 
wheels also make the loaded truck 
easier to move. Steering is sim- 
plified in both forward and back- 
ward moving, by the hinged han- 
dle which, when not in use, is 
held in a vertical position—keep- 
ing it out of the way. The Ameri- 
can Pulley Co., 4200 Wissahickon 
Avenue, Philadelphia 29, Penna. 
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Isolating Material Cuts 
Vibration by 80% 


Neoprene mounting pads isolate 
vibration, preventing machinery 
travel and deaden noise. Known 
as PadZorbers, these 18-by-18- 
inch ribbed sheets can be cut to 
any shape to fit under the feet of 
punch presses, drill presses, lathes 
and other machinery, as well as 
laboratory tables, air conditioning 
units, etc. Trimmed quickly and 
easily with knife or shears, they 
reduce vibration transmission by 
up to 80 per cent. Sheets have 


FREE 


416-PAGE 
CATALOG 


Lists over 8,000 Precision Instru- 
ments, Parts and Components. 


From stock! Complete with Draw- 
ings, Full Specifications and Prices. 


a aA — 


oe. 
FREE | . 
14-Piece a 

‘“‘DESIGN-AID’’ TEMPLATE KIT 


14 actual size templates, created to 
assist you in the design and develop- 
ment of specific mechanical systems. 


Send for FREE Catalog 
and “Design Aid” Today. 


PIC DESIGN CORP. 


Subsidiary ot BENRUS WATCH COMPANY, Inc. 


477 Atlantic Avenue 
East Rockaway, L.I:, N. Y 
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Shippers 
Agree... 


It's P-l-E! 


PACIFIC INTERMOUNTA'N EXPRESS 


TERMINALS AND OFFICES 
IN PRINCIPAL CITIES 


GENERAL OFFICES: P-1-E BUILDING 
14th AND CLAY STREETS 
P. 0. BOX 958 OAKLAND 4, CALIF 
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deep rugged cross-ribs molded on 
each side with ribs on one side 
at right angles to those on the 
other side thus eliminating ma- 
chinery travel. Manufactured in 
load ranges up to 3,500 Ibs. per 
“square foot. May be used without 
bolting or built-up bases. Under 
extremely heavy loads steel bear- 
ing plates are recommended to 
assure even load distribution. T. 
R. Finn & Co., 200 Central Ave- 
nue, Hawthorne, New Jersey. 
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Indicator Stop Gage 
For Turret Lathe 


Stop gage locates accurately the 
universal carriage of turret lathes 
The Ladco Gage makes it possible 
to hold very close face-to-face 
dimensions, face-to-neck dimen- 
sions or any dimension that re- 
quires an accurate longitudinal 
positioning of tooling mounted on 
the cross slide. It is easily and 
quickly installed. The gage screws 
directly into the stop rod in place 
of the master stop screw. Does not 
in any way limit the use of all 
the adjustable screws in the stop 
spool, should they be needed. In 
the gage is a spring of approxi- 
mately 300 pounds pressure which 
disengages the longitudinal feed 
of the universal. carriage without 
actuating the dial indicator. The 
dial indicator is protected from 
damage when the carriage is acci- 
dentally bumped into the stop 
rod, because the spring retainer 
comes into solid contact with the 
body of the gage stop at the end 
of the allowed travel. The amount 
of travel the stop registers on the 
indicator is .035” to .045” and 
longitudinal tolerances of plus 
.0005” and minus .0005” are easily 
maintained. The Lad Gage Com- 
pany, Box “A”, Geauga Lake, 
Ohio. 
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A story without an ending! 
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The Versatility of TAYLOR Vulcanized Fibre 


What this material is... 


Vulcanized fibre is truly one of the wonder materials of all times 
It is hard and dense, with excellent physical, mechanical and elec 
trical properties. It 1s tough and resilient--has high resistance to 
impact, abrasion, wear, organic solvents, oils and gasoline. It is 


attractive and light in weight. 


What can be done with it... 


Vulcanized fibre can be machined, turned, stamped and punched. 
It can be formed, sawed, drilled, planed, milled and chiseled. It 
can be hammered, shaved, threaded, buffed and sanded. It can be 
decorated by lacquering, painting, printing and engraving. It can 


be laminated. 


How it can be used... 


Vulcanized fibre can be used for welders’ helmets, golf club face 
inserts, Carrying Cases, track and motor insulation, and abrasive 
discs. It can be used for switch parts, gears, sliding door guides, 
shuttles, bobbin heads, labels and tags; for facings, table tops, par 
tuitions and kitchen utensils. There is no end to the things that can 


be done with it and the applications for which it is suited 


For more complete information on the forms and grades available, 
contact TAYLOR FIBRE CO., Norristown 36, Pa. 


LAMINATED PLASTICS 4 


VULCANIZED FIBRE 
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“J think I’ve found 
the leak, chief!” 





A safer way 
to stick 
your neck out 


Good equipment costs so little more, 
it pays to stick your neck out and 
ask for it. If the boss is cost con- 
scious you'll get it. He too knows 
the dollars lost by corrosion and 
contamination. You're always safe 
when you specify Ace piping, valves, 
pumps and tanks. 
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Ace chemical- | OF STEEL 
resistant rubber- { 

lined steel pipe § 

best for high- } 

pressure, big i 

sizes, or abra- | 

sives. Pipe, fit- 

tings and valves 

1% to 24”. 


| STRENGTH | 
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cece nemmnonr vena 
| BIG GIANT OF 
Highly efficient | ACID PUMPS 
WE pump. Ca- 

pacity to 360 

gpm. Cast iron, 

fully protected 

by top quality, 

chemical resist- 

ant hard rubber 

lining. 
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Pease eee eo a 


Variety and qual- 
ity to match any 


Supermarket for 


PLASTIC FITTING 


CUSTOM MOLDE 
OR HAND BUILT? 


Design assist- 
ance and facili- 
ties for molding 
special fittings, 
pump parts, etc., 
of plastics or 
hard rubber. 
Also large hand- 
fabricating fa- 
cilities. 


i 
1 
i 
i 
i 
i 
i 
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Plastic piping 

Riviclor PVC, ¢ 
Ace-Ite rubber- 

plastic, Parian 

poly, Ace Saran, 

Tempron high 
temperature 

nitrile, hard rub- 

ber-lined steel 


ACE processing equipment of rubbél 





AMERICAN HARD RUBBER COMPANY #& 
DIVISION OF AMERACE CORPORATION 


Ace Road * Butler, New Jersey 


For More Information Write No. 208 on Inquiry Card—Page 32 
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Plastic Impregnated 
Bearings Last Longer 
Without Lubrcation 


Low-friction bearing composed 
of strong fabric impregnated with 
Bakelite phenolic resin eliminates 
lubricating bearing in mechani- 
cal applications ranging from 
miniature instruments to hydro- 
electric stations. Ruslon bearings, 
as they are called, made by Rus- 
sell Manufacturing Company of 
Middletown, Conn., can replace 
many conventional metal-to-metal 
bearings, which must be lubri- 
cated with oil. A typical automo- 
tive application: A bearing in a 
steering knuckle withstood a 200,- 
000-mile simulated travel test 
with no signs of wear or oxida- 
tion. The old type of bearing using 
oil has only about th of the life 
of impreganted fabric using no 
lubricant. Automobile ball joints 
lined with this material, tested by 
a leading manufacturer for the 
expected life of the car, were 
found to be in perfect condition 
at the conclusion of the tests. 
Write No. 21 on Inquiry Card—Page 32 


Versatile Angle Dresser 


Angle dresser for use in tool 
and cutter grinding, form tools, 
cylindrical and surface grinding 
has dressing action obtained by 


PURCHASING 





rocking between centers. Abra- 
sive dust is no detriment to the 
dressing motion since the centers 
do not admit dust, and have a 
take-up to acquire a snug-'feel.’ 
Sticking, jerky or loose, chatter- 
ing motion is eliminated, result- 
ing in fine micro-finshes. Small 
and handy, it can be left on the 
machine since it hinges down out 
of way to prevent collision with 
the grinding wheel. Safe, be- 
cause operators’ hands never get 
near the grinding wheel. The 
Steptool Dresser with graduated 
base also locks in fixed position 
for dressing horizontally or un- 
der the wheel with the slide 
movements of the machine itself 
A sturdy post carrying the dia- 
mond nib swivels the point in 
any direction and raises up and 
down to match the center-heighths 
of any make of grinder, and per- 
mits grinding or _ sharpening 
above center while diamond ac- 
tually dresses at center. The 
Steptool Corporation, 3613 E 
Olympic Blvd., Los Angeles, 
Calif. 

Write No. 22 on Inquiry Card—Page 32 
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2 Al AND TRACK 
EQUIPMENT 
You can get everything you need for 
industria! track and crane runways 
— with one call to your nearest Foster 
office. Immediate deliveries from the 
nation’s largest warehouser of rails 
(both new and relaying), switch ma- 
terial, and track accessories. Send 
for free catalogs and ordering guides. 


Complete Contractor Service—Since 190] 


I. B FOSTER co 


PITTSBURGH 30 + ATLANTA + NEW YORK 7 
CHICAGO 4 + HOUSTON 2 + (LOS ANGELES 5 


For More Information Write No. 209 
on Inquiry Card—Page 32 
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NEW GOOD AS NEW 


AT THE FIRST 07 WASHINGS 
GREASE JOB LATER! 


. ) i 
tough-tailorec 


Chetopa Twills 
L for Industry 


The man above gives his clothes a grimy workout. The pictures show why 
his company chose Lee Chetopa Twills. They’ve come through 57 washings 
and still fit and look like new. These work clothes are preferred by men who 
wear them, as well as by leading industries. Tailored sizes assure perfect 
fit—20 tough-tailored extras. Lee can tailor-make the clothes for your 
needs. Your choice of styles and fabrics. Call or write your nearest Lee 
Division Office. A trained consultant will contact you promptly. 


THE H. D. LEE CO., INC. f22:ttej,Cumes eee fentc 
. . *, le Texas; Minneapolis, Minn.; Trenton, N an Francis 


For More Information Write No. 210 on Inquiry Card—Page 32 





FINEST TOWELS FOR LESS THAN 
*2.00 PER EMPLOYEE PER YEAR! 


A New Jersey corpora- 
tion with 500 employees 
using Mosinee white 
Turn-Towls found that 
the cost of towel service 
in 1956 amounted to 
$1.94 per employee. 

Cost of previous serv- 
ice with other towels had 
been $2.52 per employee 
per year. 

Write for name of 
nearest distributor. 


BAY WEST PAPER CO. 
1100 West Mason Street 
GREEN BAY * WISCONSIN 


Subsidiary of Mosinee Paper Mills Co. 


For More Information Write No. 211 on Inquiry Card—Page 32 





C-CLAMPS 


... punish it ! 
..-pound it! 
... it'll never 


come off ! 





NOW! AVAILABLE IN DROP FORGED STEEL 


AS WELL AS DUCTILE ALLOY STEEL.... 
CONVENTIONAL AND RAPID ACTING! 


NEW! PERMA PADS NOW AVAILABLE 
FOR YOUR C CLAMPS... ANY MAKE! 
ATTACH THIS AD TO YOUR LETTERHEAD AND MAIL TODAY! 
Send For Free 52 Page Catalog! 


WILTON 


WILTON TOOL MFG. CO., INC. 
P-29 SCHILLER PARK, ILLINOIS 


Sold by leading distributors the world over! 


For More Information Write No. 212 on Inquiry Card—Page 32 
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High Power Relay 


Heavy duty power relay carries 
an extremely heavy load. The 
switch has a rating of 20 amperes, 
two horsepower at 230 volts AC. 
Largest dimension of the relay is 
less than three inches; length is 
2-1/16 inches, and width about 
1% inches. Control is designed on 
a modular basis so that either 
switch or coil can be replaced 
without removing the relay from 
its mounting. The relay is avail- 
able for either side or bottom 
mounting. A variety of multiple 
circuit arrangements is available 
including: double pole double 
throw; single pole double throw; 
double pole single throw—NC; 
and double pole single throw— 
NO. Available coil voltages for 
AC include 24, 32, 115 and 230. 
For DC applications voltages 
available are 12, 30 and 115. Acro 
Division, Robertshaw-Fulton Con- 
trols Company, Columbus 16, 
Ohio. 

Write No. 23 on Inquiry Card—Page 32 


Flat Stock for 
Unhardened and Case 
Hardened Usage 


Inexpensive, “Thrift” low car- 
bon precision ground flat stock 
is available for tooling and parts 
applications. “Thrift” stock is pre- 
cision ground to 35 micro inches 
and has easy machining charac- 


PURCHASING 





teristics for faster production with 
increased tool performance. Stock 
may be case hardened to 1/32” 
by submergence in carburizing 
salt to obtain high tensile strength, 
yield point and hardness. Flaw- 
less surface, square corners and 
flat parallel sides eliminate costly 
finish operations and save up to 
60% in cost over oil hardening 
stock. 

Each piece is individually pack- 
aged for protection and marked 
along its entire length to eliminate 
mistaken identity when removing 
partially used pieces from stock 
shelves. Stock is applicable to a 
variety of jig, fixture, tool, gage 
and part making jobs. Sizes, all 
24” long, range from 1/16” to 
2%” thick and up to 16” wide in 
250 combinations of dimensions. 
Brown & Sharpe Manufacturing 
Company, Industrial Products Di- 
vision, Providence 1, Rhode Is- 


land. 
Write No. 24 on Inquiry Card—Page 32 


Supersensitive Thyratron 
Grid Control 


VecTroL phase shift network 
for proportional control of thyra- 
tron outputs up to 20 kilowatts, 
with a de control signal of 1 milli- 
watt. This unit, which measures 
2x 2% x 3% high, offers the fol- 
lowing features: each unit pro- 
vides balanced control for two 
full-wave thyratrons and thereby 
overcomes the majority of match- 
ing difficulties; phase-shift is 
linear for a full 180°, with a maxi- 
mum of 270°, controlling output 
from zero to maximum; high sen- 
sitivity eliminates need for am- 
plifier tubes in most applications; 
fail-safe operation — thyratron 
output is automatically cut off 
when control signal is removed. 
VecTroL Engineering, Inc., P.O. 
Box 1089, Stamford, Conn. 

Write No. 25 on Inquiry Card—Page 32 
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New tubeless 0.1x a-c line regula- 
tors give up to 5kva out. High output 
and fast response result from a unique 
combination of semi-conductor and 
magnetic amplifier principles in the 
new Sorensen Model R3010 and R5010 
a-c line regulators. Model R5010 (left) 
puts out up to 5kva and Model R3010, 
3kva. Provision for remote sensing al 
lows you to hold regulation accuracy at 
the load despite length of output leads, 
and, with an external transformer, 
permits regulation of any a-c voltage. 


Broadest line of a-c regulators. a 
complete line of electronic a-c regulat- 
ing equipment, supplying powers as 
high as 15kva, is manufactured by 
Sorensen. Single phase and 3 phase, 
50, 60, 400 cps, 115 and 230 vac mod 
els are available. Good example of 
these is the 10kva Model 10000S sup 
ply (left). Others: Precision a-c regula 
tors (+0.01%) for labs or meter cali- 
bration; and fast-response low-distor- 
tion a-c regulators where line transients 
must be reduced to a minimum. 


We tr wr ne > — ~ a aol 
iS Fad OA Cherie i gt 2 ey ‘ 
rae ake earn OE, a ah | 


... and rugged, economical MVR'’s. 
Low cost, low distortion, long life and 
a broad selection of models are out 
standing features of Sorensen MVR's 
(Magnetic Voltage Regulators). Capac 
ities range from 30 to 2000 va. Regu- 
lation is on the order of +0.5%. Both 
harmonic-filtered and unfiltered mod 
els are available with 115vac out. Mod 
els for 6.3 and 12.6 out, unfiltered, 
also available. 


Sorensen makes a complete line of packaged power equipment~—including 
regulated d-c supplies, inverters, converters and frequency changers. Despite the 
breadth of the standard Sorensen line, our engineers are always ready to discuss 
your specialized power requirements up to complete power systems for complex 
computers or other critical equipment. Write for complete data. 8.43 


SORENSEN & COMPANY, INC. 


Richards Avenue, South Norwalk, Connecticut 


Atniewn_ 


J 


€ 
WIDEST LINE OF CONTROLLED-POWER 


EQUIPMENT FOR RESEARCH AND INDUSTRY 


IN EUROPE, contact Sorensen-Ardag. Zurich, Switzerland. IN WESTERN CANADA, ARVA. 
IN EASTERN CANADA, Bayly Engineering, Ltd. IN MEXICO, Electro Labs, S. A.. Mexico City. 
For More Information Write No. 213 on Inquiry Card—Page 32 
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for greater capacity 


for longer life 


forced Sheive 


a 
for more protection 


for lasting appearance 
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Patented Boltless Shelf Brackets 























STEEL SHELVING 


sirongest because... . 


. the shelves are constructed to increase structuras strength by cop- 
ing corners to fit around the closed uprights, which are of I-beam 
construction. Deluxe shelves are formed with a continuous flange, 
‘“box-lid type’’ design for greater stability. Reinforced shelves, a 
Deluxe exclusive, have factory-embedded steel bars returned on the 
end flanges, adding maximum rigidity 
The film strip shows some engineered features that contribute to the 
greater strength of Deluxe steel shelving. With patented boltless shelf 
brackets, it is fast to assemble, fast to rearrange. Call your local 
Deluxe dealer for details or write us for new Deluxe shelving cata- 
log No. 284. 


DELUXE METAL FURNITURE COMPANY . WARREN 10, PENNA. 


A Division of The Royal Manufacturing Company DM-59-0 
For More Information Write No. 214 on Inquiry Card—Page 32 
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Tool Storage Unit 
Has 78 Compartments 


Tool storage unit for use in ma- 
chine shops, tool rooms and stor- 
age areas. Designated model 181, 
the unit has 78 compartments for 
the storage of drills, reamers, taps 
and other tools. Two top shelves 
have 15 compartments, each 
2-3/16 in. wide, its two center 
shelves have 13 compartments, 
each 2-9/16 in. wide, and its two 
bottom shelves have 11 compart- 


_ments, each 3 in. wide. Penco 


Div., Alan Wood Steel Co. 200 
Brower Ave., Oaks, Pa. 
Write No. 26 on Inquiry Card—Page 32 


Automated Welding 
Machine Application 


A 5-station in-line transfer, 
automated welding machine com- 
bines assembly and welding oper- 
ations in the production of disc 
and hub assemblies. Machine il- 
lustrated press assembles two 
steel transmission parts (disc and 
hub) and welds the assembled 
parts in one continuous opera- 
tion. Transmission parts are pro- 
duced at a rate of 120 assemblies 
per hour. Expert Welding Ma- 
chine Division, 17144 Mt. Elliott 
Ave., Detroit 12, Mich. 

Write No. 27 on Inquiry Card—Page 32 


For More Information Write No. 215 
on Inquiry Card—Page 32> 
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NEW Yale Warehouser builds profits 3 ways 


(1) 24-volt system speeds operation cycles (2) Advanced design increases operator 
efficiency (3) Rugged construction means more time on the job 


There’s more power in the new Yale Warehouser! More years on the job! Construction is durabil 
24-volt battery provides faster lift and travel! ity itself! Service access doors protected against 
Faster operation cycles! And your operator will bumps! Frame, chassis, outriggers and channels 
be less fatigued at the end of the day. He has are a single welded unit 
comfortably positioned, easy-to-operate con This new Yale narrow aisle truck is available in 
trols! This precision control plus increased visi straddle and Extend-A-Fork models in capac 
bility protects against product damage ities of 2,000, 3,000 and 4,000 Ibs. Standard 12 
Your new Yale Warehouser spends more time volt models also available. Contact your Yale 
on the job! More days on the job! Operational representative or write for brochure #1535H 
maintenance is minimized because all compo The Yale & Towne Mfg. Co., Yale Materials 
nents are in one fully-accessible compartment Handling Div., Phila. 15, Pa., Dept. RT 1-H 
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y INDUSTRIAL LIFT TRUCKS 
eee TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 


Yale Materials Handling Divisior sion of The Yale & Towne Manufacturing Company. Manufacturing Plants: Philadelphia, Pa jr alif., Forrest City, Ark 


Products: Gasoline, Electric, Diesel and LP-Gas Industrial-Lift Trucks « Worksavers « Warehousers « Hand Trucks « Industrial Tract hovels « Hand, Air and Electric Hoists 





Your operator 
will be sold on the 
New Yale Warehouser 


YOUR MAINTENANCE MEN will find it easy to service the new 
Warehouser. All components in a single compartment that 
opens wide. Access doors hinged in positions of protection 
against bumping—means no sprung doors. These and all the 
other advanced features of the new Warehouser are stand 
ard equipment 





SEE HOW EASILY your operator will maneuver in a tight aisle 
The new Warehousers can perform in aisles as narrow as 
6’. Extra powerful 24-volt battery takes no extra operating 
space. Rugged construction assures stability at all times 





OPERATOR POSITION AND COMPACT DESIGN 
provide better visibility. He is positioned so 
that he can see forks and outriggers whether 
raised or lowered. This safety factor is but 
tressed by another — rubber sheathing pro 
tects operator at points of bodily contact 


CONVENIENT CONTROLS. Steering wheel has directional com 
ind contoured handle. Pistol grip controls for forward 
verse movement, lifting and lowering. Operator will 
s fatigued even though extra power increases opera 


Cs 


YALE PRODUCTS MEAN EXTRA PROFITS TO INDUSTRY 


Yale makes available to industry the complete lines of industrial 3 % | 
lift trucks, tractor shovels and hoisting equipment that lower - % oe 


production costs- speed distribution mean greater profit margins 


because you get faster delivery of your products into your market INDUSTRIAL LIFT TRUCKS 
can price your product competitively for increased sales TRACTOR SHOVELS - HOISTS 


YALE & TOWNE 


ng Company. Manufacturing Plants: Philadelphia, Pa., San Leandro, Calif., Forrest City, Ark 
Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks « Worksavers « Warehousers « Hand Trucks « Industrial Tractor Shovels « Hand, Air and Electric Hoists 


terials Handling Division, a division of The Yale & Towne Manufactur 
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New Tumbling Media 


ax & 


Zinc Multi-Stars is a new tum- 
bling media for use with all types 
of tumbling barrels and all types 
of metal, plastics and rubber. A 
special die-cast form, Multi-Stars 
are designed for effective pre- 
cision barrel finishing of intricate 
castings with odd shaped holes or 
recesses. Unlike stones or steel 
media with transfer shock, some- 
times causing impingement, the 
Zinc Multi-Stars exhibit shock 
absorbing characteristics which 
eliminate impingement. The over- 
all maximum dimension from 
point to point is 1%” with the 
diameter of each point body 
measuring %4 in. Packaged and 
shipped in 100 lb. containers. 
BMT Manufacturing Corp., 110- 
112 East Ninth St. Elmira 
Heights, N.Y. 

Write No. 28 on Inquiry Card—Page 32 


Tape-Controlled Vertical 
Turret Lathe 


Compact, tape-controlled Gid- 
dings & Lewis vertical turret 
lathe simplifies setup and is there- 
fore practical for short-run work. 
Easily programmed perforated 
tape system i. adjustable to com- 
pensate for deflection or tool 
wear. Giddings & Lewis Machine 
Tool Co., Fond Du Lac, Wiscon- 
sin. 

Write No. 29 on Inquiry Cerd—Page 32 
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you can get your bearings 


IMMEDIATELY AVAILABLE today from local Distributors all over 
America are many hundreds of sizes of bearings and bars made of the 
newest bearing metals that science has developed to cut cost, improve 
performance, and extend the life of moving mechanisms. 


ee] - 
ash or wile fOr your Copy of 


Catalog No. 58 Listing — 
866 stock sizes of Bunting Cost Bronze Standard Bearings 


667 stock sizes of Bunting Sintered oil-filled Bronze Plain, Flange and 
Thrust Bearings. Made to ASTM Standords 


267 stock sizes of Bunting Cost Bronze Tubular and Solid 13° Bars 

84 stock sizes of Bunting Sintered oil-filled Bronze Tubular ond Solid 
6%” Bors. 

Catalog No. 258 Listing — 


343 sizes of Electric Motor Bearings for oll makes ond sizes of electric 
motors from 1/50 to 100 HP. 


- +. machine shop service 
Emergency machine shop service is maintained in all Bunting Branches for quick 
alteration of stock items for emergency maintenance applications 


your Bunting distributor 


Your Bunting distributor is listed in the clascified section of your telephone directory 
usvally under Bors — Bronze, and Bearings — Bronze 


made to blueprint 


Unmatched engineering and manufacturing and research facilities for 
special bearings and parts of Cast Bronze and Powdered Sintered 
Metals. Write for your copy of Bunting’s “Engineering Handbook of 
Powder Metallurgy”. 


The Bunting Brass and Bronze Company : 
Toledo 1, Ohio, EVergreen 2-345] 


Bunting. 


BUSHINGS, BEARINGS, BARS 
AND SPECIAL PARTS OF CAST 
BRONZE OR SINTERED METALS. 
For More Information Write No. 216 on Inquiry Card—Page 32 
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SEMI HIE 


GUARANTEED 


Lith ths 
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Because of Lanolized Lead 


Al it (HUG t 

Every lead is Carbo-Welded 
( (HUG vm WU 

Due to high-carbon graphites 


or money back! 
5 Degrees: 1-2-2 2/4-3-4 


See your local dealer. Or 
write us on your company 
letterhead for free samples. 


GENERAL “xc/ | 
Jersey City 6, New Jersey ’ y 


For More Information Write No. 217 
on Inquiry Card—Page 32 
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Office Equipment 





C 


A new high speed, diazotype 
whiteprint machine, known as 
Bruning Copyflex Model 675, has 
been announced by Charles 
Bruning Company Inc., Mount 
Prospect, Illinois. Intended for 
large scale black on white repro- 
duction of engineering and archi- 
tectural prints, the unit employs 
the fumeless, diazotype 
process. Two operators, each run- 
ning different types of sensitized 


clean, 


machine 
simultaneously. The new machine 
operates on 230 volt single phase 
60 cycle AC, with a maximum op- 
erating current of 64 amperes. 
Models especially adapted for op- 
eration on 208 volts and on 50 
cycles are also available. 

Write No. 30 on Inquiry Card—Page 32 


ee 


materials, can use the 


A new industrial pen for office 
use that has its own ink eraser 
is now being marketed by the 
The Paper Mate Company, Mer- 
chandise Mart, Chicago. The new- 
ly designed pen is the first indus- 
trial pen that carries all the ex- 
clusive features of Paper Mate’s 
regular line of pens. Called the 
Office Mate, the new pen is non- 
retractable and has a styrene bar- 
rel and cap. It is being manufac- 
tured in medium and finepoints in 
blue, black, red and green. In ad- 
dition, it is available with 
black reproducing ink in the 
medium point model only. The 
color of the pen denotes the color 
of the ink. 

Write No. 31 on Inquiry Card—Page 32 


also 


Newest trends and modes in 
office furniture and arrangement 
are protrayed in a new 48-page 
catalog “Modern Steel Office 
Furniture” by Yawman and Erbe 
Mfg. Co., Inc., Rochester, N. Y. 
Furniture for executive and gen- 
eral offices as well as all-purpose 
and special-purpose desks are 
illustrated. There are also sec- 
tions covering construction, di- 
mensions, specifications, and ac- 
cessories. 


Write No. 32 on Inquiry Card—Page 32 


A new photocopy machine was 
recently introduced by The Nord 
Manufacturing Corporation, 366 
Jericho Turnpike, Mineola, L.L., 
N.Y. The new Imperial machine 
can handle copying jobs from 
forms and letters to large ac- 
counting forms, as well as mate- 
rial from bound books without 
disturbing the binding. The new 
machine features an internal light 
source that can be operated in 
greater proximity to daylight 
than previously possible. 

Write No. 33 on Inquiry Card—Page 32 


A device that in 30 seconds 
automatically enlarges a 35mm 
mircofilm frame to a positive, dry, 
18” x 24” copy of an original en- 
gineering drawing has been an- 
nounced by Halid Xerox, Inc., 
Rochester, N. Y. Enlargements 
may be made on plain white 
paper, vellum or offset paper 
masters. Operating on the elec- 
trostatic principles of xerography, 
the machine provides an inex- 
pensive method of enlarging mi- 
crofilmed drawings to workable 
size. The microfilm frames are 
mounted in die-cut apertures of 
punched, data-processing cards. 
Write No. 34 on Inquiry Card—Page 32 
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Two guides to better paper buying 


LOOK FOR the Cotto iber SEND FOR the free Cotton Fiber 
“Better Papers” emblem. It is your refer Booklet —‘“‘What Every Businessmai 


ence mark for correspondence and record- Should Know About Paper —Today!” It 
keeping papel 


a ed 
explains what cotton fiber papers offer a 


in terms of prestige and performance 


BETTER PAPERS ARE MADE WITH COTTON FIBER 
LOOK FOR “COTTON” OR “RAG” IN THE WATERMARK OR LABEL 


For More Information Write No. 218 on Inquiry Card—Page 32 
FEBRUARY 2, 1959 





Office Equipment 





A selection of 13 outstanding 
letterheads have been brought to- 
gether by Gilbert Paper Com- 
parry, Menasha, Wisconsin. The 
the result of a 
conducted by 
external house 
organ published by the company. 
The letterheads shown in the 
brochure, while being of outstand- 
ing design, are completely prac- 
tical. In the introduction to the 


selections are 
monthly contest 
Gil-Crafter, an 


brochure, there is a design anal- 
ysis of each letterhead, including 
identification of the type faces 
used. The brochure is a valuable 
source of ideas to help solve let- 
terhead problems. 


Write No. 35 on Inquiry Card—Page 32 


A full-year warranty for parts 
and service is now effective with 
the Italian-made dual-purpose 
Geloso StenOtape recorder-tran- 
scriber. A portable machine de- 
signed in a 7'2-pound unit, the 
recorder has a highly sensitive 
microphone and built-in  true- 
fidelity speaker. Among optional 
accessories are a remote steno- 
graphic control in finger-tip and 
foot-pedal models, stenographic 
headset and earphone, and tele- 
phone pick-up. The machine is 
available in the United States 
from American Geloso Electronics 
Inc., 312 Seventh Avenue, New 
York 4, N. Y. 

Write No. 36 on Inquiry Card—Page 32 
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( er Ip 
MANIFOLD 


CARBON 
PAPER SETS 


BEST BUY 


for increased 


typing output 
and improved 
typewritten copies 


You can reduce typing costs yet actually 
step up production, with HURON COPYSETTE. 
Wasteful motions are eliminated. Each 
second sheet is lightly attached to its own 
fresh carbon, giving you sharp, clean 
typed copies. Consistent quality is guar- 
anteed. Insist on the finest — ask for 
HURON COPYSETTE — by name. Write 
for free samples and complete 
information. 
“Licensed under Kerr Patent 
No. 2,557,875 


‘PORT HURON SULPHITE & PAPER CO. 
PORT, HURON, MICHIGAN 
Available in Canada through APSCO PRODUCTS, LTD., Toronto,’ Canade 


For More Information Write No. 219 on Inquiry Card—Page 32 





Purchasing departments are 
often plagued with the problems 
of storing semi-active records. 
The Paige Company, 114 East 
32nd St., New York 16, N.Y. is of- 
fering a new Miracle-File to help 
alleviate some of the problems. 
This new file is shipped flat and 
can be popped open for use. It 
needs no stitching, stapling, gum- 
med paper, or special skills. The 
sides and bottoms are made of 
layers of double-walled, 
heavy-duty corrugated. The files 
are made in a special office size 
—12” x 15” x 10”. Legal size 
papers are filed the 15-inch way 
and standard papers and file fold- 
ers across the 12-inch dimension. 
Write No. 37 on Inquiry Card—Page 32 


two 


A spherical shape and totally 
enclosed design is now available 
in casters. In keeping with today’s 
high fashion in office furniture, 
Shepard Casters, Inc., P.O. Box 
672, Benton Harbor, Mich. has 
given special attention to the 
chair’s comfort and mobility and 
yet has made its casters distinc- 
tive. The casters are available in 
a wide selection of fastenings to 
fit all metal or wood executive 
and secretarial chairs. 
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Companies using quantity post- 
card billing can cut time and costs 
in the invoicing operation with the 
new Heat-Seal Forms Processing 
Equipment recently developed by 
The Standard Register Company, 
Dayton, Ohio. The new equipment 
has been designed to transform 
one side __ tabulator-imprinted 
forms into postcards with the 
necessary data on both sides. By 
so doing it eliminates the need 
for two passes of forms through 
a printer, tabulator or other ac- 
counting and computing machine 
The system operates on 110 volts- 
60 cycles, with separate switches 
for all electrical components. It 
will take a maximum form length 
of 22” and a maximum form width 
of 16”. 

Write No. 38 on Inquiry Card—Page 32 


Five microprojection papers, in- 
cluding one which is waterproof, 
for use as the intermediates for a 
variety of reproduction processes, 
are being offered by Anken 
Chemical & Film Corp., Newton, 
N. J. Because engineering draw- 
ings and general office corres- 
pondence are increasingly being 
converted to microfilm, the pro- 
jection materials are designed to 
simplify the processing. The paper 
—on 55-gram, 85-gram, 105-gram, 
vellum, and waterproof base— 
comes in cut sheets ranging from 
816” x 11” through 18 other sizes. 
Cut sheets are packed in 100 and 
500 lots. It is also available in roll 
sizes from 814” x 60’ to 42” x 150’. 
Write No. 39 on Inquiry Card—Page 32 
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A custom-made 
desk set for *375!° 


The Esterbrook DESKMASTER? fountain 
pen desk set is instantly custom-fitted to 


any business writing task 


The secret is Esterbrook’s broad selec- 
tion of 32 points. Bookkeeping, clerical 
and carbon copies are just a few of the 
business points made by Esterbrook. 

If a point is ever damaged, it is instant 
ly replaceable! A new point threads in... 
in seconds, Costs just boe. 

And, the DESKMASTER is attractive, 
efficient. Employees like its fine writing 
qualities. No wonder pure hasing agents 
have made it the fastest selling desk set 
in America! (Model #112) Black and 
popula colors. Black, only $3.75 


There's a precision-made Esterbrook for every business need: 


Esterbrook FEED-MATIC’ base desk set 
Holds up to 6-n nti uppily f ima Reservou l base ils ink 


against evaporation and dust— feeds enough ink to the point 
each time to write 500 words. Spill-proof 


CS Black, colors (Model 444). $4.50* 


Esterbrook RECORDER? ball point desk set 


HI rites 6 months in normal off us A dependable ball point! 


| 
' 
Choice of ink colors, fine or medium point. Refills, 69¢. De- 


luxe Black, colors, $3.95% Black, 82.95% 


All desk sets available with chain and adhesive base for public counter 
use. Also doubles for use with two ink colors. 


* List price per sing le unit. See your supp slier for quotatior 


TT.M. The Es 
10-DAY FREE TRIAL—Get one of these quality Est 


from vour regular dealer. Use it 10 days. If you aret 
fied, return it to your dealer with no cost to you. 
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Looked 
at your 
Letterhead 
lately? 


A new material has helped to 
reduce the maintenance cost of 
drapery fabrics for all types of 
offices, conference, and reception 
rooms. Called Saranspun, the new 
material is available in many dec- 
orator prints and solid colors. Re- 
placement costs are lowered since 
the material will not crack and 
provides abrasion-resistance and 
inherent flex-life. The fabric can 
be both dry-cleaned and washed. 
Manufactured by The Saran 
Yarns Company, Odenton, Md., 
the material is permanently flame- 
proof. 
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Publication of a new brochure 
describing the functions of Univac 
data processing equipment has 
just been released by Remington 
Rand division of Sperry Rand 
Corp. This booklet should be ex- 
tremely beneficial to purchasing 
agents who have or are contem- 
plating buying this type of equip- 
ment. It illustrates a broad range 
of basic data processing functions 
and shows the specific equipment 
to execute them. Fifteen functions 
are explained: card punching, ver- 
Perhaps it’s time for a fresh design ifying, interpreting, reproducing, 

. . : tag converting, tape perforating, 


and a bright new WESTON paper | and tape processing. 
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Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 
No. 1, 100%), Defiance Bond (100%), Win- 
chester Bond (50%), Weston Bond (25%) and 
Weston’s Hand Weave (25%). Write Dept. PN 
for samples 


BETTER 


Better Papers are made with cotton fiber PRyNSTEIS¥S 
BYRON WESTON COMPANY 
Dalton, Massachuseits 


Makers of Papers for Business Records Since 1863 


Sis Sure Ill give you a big 
Leading Makers of : LETTERHEAD PAPERS « POLICY PAPERS + LEDGER PAPERS « INDEX BRISTOLS order, . . . get out of here!!” 
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FEBRUARY 


9° 


SHARPEN 
SING PENCIL 


BY BUYING CARPENTER 
STAINLESS TUBING AND PIPE 


Multiple Lengths. if you order delivery 
in multiple lengths, you can save up 
to 314% 


Ww 


Selected Mill Lengths. Automatic sav 
ings from 2% to 5% if so ordered 


1< 
Shorts. If you order 90% of your 
requirement in cut lengths and 10% 


in short lengths, you can save 5% 


_ 


— 
Standard Tolerances 
within published 
limits, 


lf you order 
standard tolerance 
you can save up to 12%; in 
other words, closer than standard tol 
erances add 6 to 12% to the cost 


ie) 

Quarterly Buying. Place your order on 
the mill for delivery during a specific 
three month period. This way you will 
be able to provide material for a three 
month period and you'll have potential 
saving through purchasing at a lower 
cost 


Consider the Next Quantity Bracket. If 
your requirements for tubing or pipe 
come close to the upper limits of a 
quantity bracket, consider future use 
for this material and jump to the next 
bracket. Often you will gain several 
hundred feet of product by jumping 
to the next bracket at no added per 
unit cost. 


1959 


|| Finish. Recently there have appeared 
on the market, many conditions of 
manufacture, ranging from as-welded 
to full finished. Consider the service 
to which this tubing or pipe will be 
applied and consider the few pennies 
involved for obtaining the best finish 
compared with the dollars lost by down- 
time and lost production through use 
of the cheapest grade available. 





12) 

Standard Sizes. Carpenter Stainless 
Tubing and Pipe are made available 
through a nationwide network of dis- 
tributors who stock standard sizes, so 
if you need something quickly you can 
get it. Don't design equipment, unless 
it is unavoidable, around other than 
standard sizes of tubing and pipe. 





12) 

|| Performance. To guarantee the great- 
est operating economy, order from 
Carpenter. Carpenter WELD-TROL 
Stainless Tubing and Pipe give you the 
greatest degree of uniformity available 
in tubing today. This key factor is your 
ticket to longer, cost-saving perform- 
ance. Contact your nearest authorized 
distributor or write for technical bulle- 
tin. The Carpenter Steel Company, 
Alloy Tube Division, Union, N. J. 





your master key 
to cost-saving 


corrosion contro/ 


Stainless Tubing & Pipe 
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Association News 


Editors 
Address 


Baltimore Assn 


B USINESS FORECASTING 
and the strategic role of the 
P. A. as a company economist was 
discussed at a recent meeting of 
the Purchasing Agents Associa- 
tion of Baltimore. Guest speakers 
were Paul Farrell, editor, and 
Dean Ammer, executive editor, of 
PURCHASING Magazine. 

Mr. Farrell declared that pur- 
chasing agents in small companies 
can make an invaluable contribu- 
tion to their company’s welfare 
by passing on the feel of the busi- 
ness pulse they get by talking to 
supplier salesmen all day. The 
P. A., Mr. Farrell believes, should 
be the “eyes and ears” of his 
company on economic affairs. No 
one else, in the typical company, 
is closer to economic mainstream. 


“The need for 


economic understanding is greater than ever,” 


PURCHASING Magazine Editor Paul Farrell declared. 


Farrell suggested that business 
forecasting by purchasing might 
be an excellent means of getting 
deserved recognition from top 
management of the entire pur- 
chasing function. 

Following Mr. Farrell's talk, 
Mr. Ammer went on to discuss 
the statistics and techniques need- 
ed to make a business forecast. 


“The key to economic analysis is 
investment spending,” Ammer de- 
clared. He then described in detail 
certain key barometers that pro- 
vide clues as to the trend of in- 
vestment spending. 

A spirited discussion on the 
business outlook and purchasing’s 
role in economic analysis followed 
Mr. Ammer’s talk. 





Two Steel Men Speak at Milwaukee Ass’n 


rm 

{ HE Milwaukee Association of 
Purchasing Agents held an “All 
Steel” meeting recently. High- 
lighting the evening session were 
talks by two steel experts. F. R. 
(Russ) Widmer spoke on “How 
to Get The Most From Your Steel 
Dollar” and L. S. Hamaker dis- 
cussed “Steel As It Affects the 
Economy of 1959.” 


L. S. Hamaker 


For More Information Write No. 223 
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The Dayton Rubber (”. A | 


Major Implement Company Saves Hundreds of Dollars 
Where Slippace Formerly Ruined Belts 


al 


These are the Facts: 
Application Multiple drill used to gang-drill 
holes in engine blocks. - 
C =z» 
Drive Conditions Requires high co-efficient of : 
friction to combat slippase- 
Previous y-Belt life, 1-2 months. 


Cog-Belt Results Still going strong after 6 monvns. 


Cog-Belt Profit $500 and more. 


yoU DON'T HAVE TO _RE-SELL DAYTON COG-BELTS 











LY 
for Machinery 


Changing production conditions demand 
versatility from your machinery. Sterling Speed-Trol Variable Speed 
Drives economically compensate for present or future production 
variables and keep machinery operating consistently at a higher 
output. A Sterling Application Engineer will show you how the ver- 
satile Speed-Trol Variable Speed Drive can deliver top production 
under changing conditions. 


INQUIRE TODAY 


TERLING 


ELECTRIC MOTORS 
Plants 
LOS ANGELES 22 + CINCINNATI 12 
Offices and Stocks in Principal Cities 


EEE G 


Speed-Tre! Sle-Speed Constant Norma! Multi-Mount 
Variable Speed Drives Gear Meters Speed Metors Speed Reducers 
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Northern California 
Procurement Officers 
Meet 


The Procurement Officers As- 
sociation of Northern California 
met recently at the San Remo 
Restaurant. Jack May was called 
upon to announce vacancies in 
positions GS-5 to GS-7. Once 
again he asked that he be kept 
informed of vacancies, particular- 
ly at this time when some of 
our members are either out of a 
job or expect to be soon because 
of program changes. President 
Don Maloney asked for introduc- 
tion of guests. Mr. May intro- 
duced Mr. Everts of the M. S. 
Ginn Co. 

Program Chairman, Rosita 
Cobb introduced the speaker for 
the afternoon, Robert Dillon of 
General Services Administration, 
San Francisco. The topic covered 
by Mr. Dillon was “Standardiza- 
tion.” A very interesting tape 
and colored slide presentation was 
given covering the many aspects 
of standardization such as speci- 
fications, stock item identification, , 
etc. 


Value Analysis 
at New York 


“The Purchasing Agent's Stake: 
in Value Analysis” was discussed 
by Mr. H. Thomas Hallowell, Jr., 
president of Standard Pressed 
Steel Company, at the November 
meeting of the Purchasing Agents 
Association of New York. The 
speaker pointed out the impor- 
tance of the PA in value analysis 
and standardization programs. 

At the general forum prior to 
the dinner meeting the topic was 
“Performance Budgeting.” The 
speaker was Richard B. Johnson, 
training director for the Consoli- 
dated Natural Gas System. Mr. 
Johnson discussed ways to budg- 
et time and energy. 

The Office Equipment and Sup- 
ply Group heard a discussion of 
“Purchasing and Manufacturing 
at Eberhard Faber Pencil.” There 
was also a new member orienta- 
tion forum. 


For More Information Write No. 225 
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\\ a if 
test soundings 


-.. prove the soundness 


of Carlson stainless steel plate 


EAVING THE LEAD’ may be the traditional way Ultra-sonic is only one of the many tests used to 

to keep a boat off the shoals, but modern sound maintain the high quality of Carlson stainless plate. 
wave instruments do it faster and better. And, for a The final, and most important test, is when you get 
very different reason, modern sound wave devices are repeat orders from your customers 


used to assure quality stainless steels. Carlson was one Write, wire or phone for complete information on all 


of the first producers to use ultra-sonic equipment for Carlson services. 


testing heavy gauge stainless plate. 


In ultra-sonic testing, sound waves take a penetrating 


l k side ; 1 positivel lete -S ct al ality. \ MI he 
inside and positively Getermine structural quality Gi (t ) ‘al ESO nC. 


A complete report on the results of the test is supplied 


to the customer. By specifying ultra-sonic tested plate, Slainbess © Cheehy & AX hubi ¢ bly 


builders of aircraft components and nuclear equipment 130 Morshalton Road 


can tell in advance that the material will meet their THORNDALE, PENNSYLVANIA 
rigid requirements. District Sales Offices in Principal Cities a RE 





PLATES * PLATE PRODUCTS + HEADS « RINGS « CIRCLES « FLANGES « FORGINGS + BARS AND SHEETS (No. 1 Finish) 
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OHIO STOCK GEARS 


Cost Less 


Compare Prices and See 


HM Today, OHIO stock gears cost 
considerably less than other stock 
gears of comparable quality. Yet, 
in spite of this important savings 
you need not sacrifice a single 
advantage offered by your present 
supplier. 


Make your own comparison of 
these points: 


OHIO gears provide top quality 
that matches every basic industry 
standard, 


OHIO gears are stocked in every 
type and size commonly required 
for both original equipment and 
replacement purposes. 


OHIO gears are available for fast 
delivery from local stocks in 52 
major cities throughout the United 
States and Canada. 


Finally, OHIO gears are easy to or- 
der from the new 190 page catalog. 


On every count, OHIO gears offer 
top value at lower cost. Ask the 
OHIO distributor in your area to 
quote on your requirements and 
make your own comparison. 


Get This Handy Catalog — 
Spiral bound to lay flat, it 
is carefully planned and 
indexed to put complete 
information af your 
finger tips 


Manufacturers of gears and speed reducers - both stock and special 
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Report of N.A.P.A. 
Committee on Value 
Analysis-Standardization 
The N.A.P.A. committee on 
value analysis - standardization 
held their mid-year meeting at 
the Dinkler-Tutwiler Hotel, in 

Birmingham, Ala. 

National Chairman Harlan E. 
Cross conducted the all-day ses- 
sion, at which the entire VASCO 
committee personnel were pres- 
ent. Also on hand were N.A.P.A. 
Vice President James E. Clark, 
committee liaison to the N.A.P.A. 
executive committee, and Frank 
J. Winters, assistant secretary, 
N.A.P.A. 

The importance and vast ac- 
complishments of this committee 
were high-lighted in the activity 
reports read by each of the nine 
district chairmen. Almost every 
affiliated association has featured 
meetings on value analysis and 
or standardization. Widespread 
membership interest was evi- 
denced in attendance at these 
meetings and in the requests for 
the pamphlets “Cutting Costs by 
Analyzing Values” and_ the 
“Standardization Manual.” 

The reports of the district chair- 
men were supplemented by a re- 
port from E. P. Kron, Eastern 
Regional Chairman of the Com- 
mittee, on the showing of the 
Northern California Association’s 
slidefilm “Cost Reduction 
Through More Effective Buying.” 
Two years ago, the Northern Cali- 
fornia Association donated six 
prints of this film to N.A.P.A. and, 
since then, the National has pur- 
chased an additional 12 prints. In 
the last 8 months alone, there 
have been 20 presentations of the 
film to an estimated 5,000 persons. 
Mr. Kron also reported on the 
progress being made on the new 
filmstrip which the value analy- 
sis-standardization committee is 
producing. It is anticipated that 
the new filmstrip will be avail- 
able for the 1959 N.A.P.A. Con- 
vention at The Waldorf-Astoria, 
in June, 1959. 

Within the past year, the sub- 
ject of value analysis was added 
to the scope of the standardiza- 
tion committee and W. J. Pierce 
was asked to head up a develop- 
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ment subcommittee on value 
analysis to develop material for 
use by the local association and 
the members. Chairman Pierce 
reported that his committee was 
still in the organizational stage 
but, at their initial meeting, had 
decided to direct their primary 
efforts at (1) preparation of six 
short articles for the weekly N.A 
P.A. Bulletin on value analysis; 
(2) preparation of a “package” 
value analysis program that could 
be used by local association chair- 
men, and (3) selection of addi- 
tional members for the committee. 

E. O. Haymond, western Re- 
gional chairman of the committee, 
brought the members up to date 
on the progress of the “Value 
Analysis - Standardization Hand- 
book” which is being compiled 
for use by district and local chair- 
men. This handbook will spell out 
the duties and responsibilities of 
the various committee members; 
provide suggested programs; 
visual aids; “quickies”; etc. 

Following the all-day session, 
the officers and members of the 
Alabama Association hosted the 
committee at an excellent recep- 
tion and dinner. 


Tri-City Joins With 
Sales Group 


The Tri-City Association of 
Purchasing Agents held a joint 
meeting with the Quad-City Sales 
Executives in the Skyline Room 
at the Blackhawk Hotel, Daven- 
port, Iowa. A panel composed of 
sales executives and purchasing 
agents discussed buyer-seller re- 
lationships and the atmosphere 
essential to producing the great- 
est reward for each party in con- 
sumating a purchase. 


Will County Ass’n Elects 
New President 

Arthur R. McPartlin, purchas- 
ing agent for the Phillips Control 
Corporation of Joliet, Illinois, has 
just been elected president of the 
Purchasing Agents Association of 
Will County. The new president 
has been the Phillips’ purchasing 
agent since 1955. He joined Phil- 
lips Control, which manufactures 
relays and components, in 1951. 
He is graduate of the Joliet Junior 
College. He also studied at North- 
western University. 
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produces “specials” 
every 
dey ! 


- “> 
zo? 


Special precision nuts are not “off- 
the-shelf” items. Whether standard or 
miniature in size, they require special 
engineering, production facilities and 
quality controls. 


As the leading manufacturer of turned 

brass and aluminum nuts, Fischer can 

supply a complete range of types and 

sizes to meet specialized requirements 
. including miniaturization. 


Whatever your application, if you 
are looking for extreme accuracy and 
prompt delivery at competitive prices 
... let Fischer quote your next order. 


For details, write for 20-page CATA- 
LOG FS-1000. 


there’s no premium for precision at 


FISCHER SPECIAL MFG. CO. 


471 MORGAN ST e CINCINNATI 6, OHIO 
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ubricates... 


prevents rust... 


vee » 
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No other cutting fluid does 
so much, so well, for so long 


--- a NEW HOCUT 237 


Permanently odor-free—Needs no “additive” to stay clear and fresh- 
smelling for life. Cannot turn rancid or harm hands. Keeps your shop 
clean and your operators happy. 


Cools work and tools quickly — Faster cooling speeds machining time 
prevents welding and chip build-up, and increases tool life. 


\ lubricant that works—The secret is in new synthetic high-molecular- 
weight lubricity additive—which, in plain language, means the needed 
lubrication advantages of a “soluble oil’’—with none of the disadvantages. 


Protects tools and work from rust—Work coming off the machine is 
coated with a two-stage rust preventive. Tools, ways, slides and bearings 
get permanent protection. 


Best for economy—lInitial cost is only a few pennies per gallon, in the 
machine. Expense of clogged filters is practically eliminated and filtration 
speeded up. HOCUT can be used and re-used for months and disposal is 
never a problem. 


For positive proof of new HOCUT's unique properties and economy 
in your own plant—call your Houghton Man today. Or write: E. F. 
Houghton & Co., 303 W. Lehigh Avenue, Philadelphia 33, Pa. 


Ready to give you on-the-job service 
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Local Government 
Purchasing School, 
March 6-7 


The third annual local govern- 
ment purchasing school will be 
held in Chapel Hill on March 6-7, 
1959. Dates for the School and 
preliminary plans were decided 
upon at a meeting of the school 
planning committee in Laurin- 
burg. Serving on the committee 
were Aaron C. Shepherd city 
purchasing agent of Winston- 
Salem and president of the Caro- 
lina’s Chapter of the NIGP; C. E. 
Beatty, city purchasing agent of' 
Charlotte; G. C. Robinett, Jr., city 
purchasing agent of Columbia; 
Gilbert Ray, city manager of 
Fayetteville; Guy Smith, city 
manager of Laurinburg; and Jake 
Wicker, assistant director of the 
Institute of Government. The 
School is sponsored each year by 
the Chapter and the Institute of 
Government. 


Mercier Elected PAANJ 
Executive Committee 
Member 

Lionel C. Mercier, purchasing 
manager of ITT Laboratories, 
Nutley, New Jersey, has been ac- 
cepted as a new member of the 
executive committee of the Pur- 
chasing Agents Association of 
North Jersey. This announcement 
was made by president Phil Rich- 
mond. 

Mr. Mercier’s activities will in- 
clude the auditing committee, re- 
ception committee and public re- 
lations committee. 


Evansville P.A.’s Meet 
at Kokies 

The Evansville Purchasing 
Agents Association held a month- 
ly dinner meeting at Kokies on 
Maryland Street. The Educational 
session started at 5:30 p.m., and 
was followed by a social hour. 

Dinner and business sessions 
started at 7:00 p.m., and were 
presided over by President 
William Perkins of General Elec- 
tric Company. The featured 
speaker was Russell T. Stark, 
from the Burroughs Corporation. 
Mr. Stark is vice president of the 
Fourth District of the National 
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Association of Purchasing Agents, 
and is the director of purchases 
for the Burroughs Corporation, 
Detroit, Michigan. 


Central Iowa Hosts 
Distinguished Guests 


Prominent guests of the Central 
Iowa Association are shown here 
with President Matt Karpan; left 
to right, Mayor Harp of Newton, 
Mayor Iles of Des Moines, Pres. 
Karpan, Mayor Blackburn of Knox- 
ville, and Colonel Fry. 


Eighty buyers and 
cluding several representing New- 
ton, Iowa industries, feted 

and federal government d 
taries at a 


] ] 
ocal 


igni- 
Pur- 


ion ol 


meeting of the 
chasing Agents Associat 
Central Iowa 

The program, arranged by 
Alvin Rempp of Dun-Lap Manu- 
facturing Co., featured Colonel 
E. M. Fry, district engineer for 
the Army Corps of Engineers, as 
speaker of the Promi- 
nent guests included Mayors Iles 
of Des Moines, Blackburn of 
Knoxville, and C. C. Harp of 
Newton. 

Speaking the industrial, 
commercial and recreational bene- 
fits of two new proposed reservoir 
flood control projects, Colonel 
Fry pointed out to the purchasing 
agents the dire need for more ef- 
fective flood control in 


evening 


on 


the area 
Recalling the $31,000,000 damage 
resulting from a disastrous flood 
in 1947, he urged 
appropriation of 
pletion of both 


said 


Congressional 
for 


projects 


money com- 
“It is 
Fry, 


would be re- 


estimated,” 
“that $1.28 
ceived tor 
Evoking considerable 
sion, the presentation at the 


Colonel 
value 


cost 


every dollar of 
meet- 
tanding series 
of programs arranged by the Cen- 
tral lowa Association during 1958 
Highly interesting and beneficial 
meetings 
number of ney 
this group. 


ing climaxed an outs 


have drawn a record 


\ members into 
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Patented development assures replacement of seat ring 


Without removing the valve body from the 
line, you replace the nickel-alloy seat rings in 
Fairbanks new patented Renewable Seat Ring 
Gate Valves. In 7 to 10 minutes, from the time 
the line is shut down until it is put back into 
operation, you have given a new service life, 
a new life of dependable tight closure to your 
valve 

Just 7 to 10 minutes of your maintenance 
man’s time — only 7 to 10 minutes of “down- 
time” on your steam, water or process piping 
lines — and you have the equivalent of a new 

in the line. Think of the savings: where 

at least one hour, under the most ideal 
ions, was required to replace a gate valve 
line, the job is now accomplished in from 
7 to 10 minutes. 

Field tested for over two years, under all 
conditions from steam to corrosive liquids, the 
ionary new Fairbanks Renewable Seat 
Ring Bronze Gate Valve has proven completely 

sfactory — absolutely dependable. 

Made with either rising stem or 
ynstruction in %",%",1" 1%" ,1%” and 2 

zes, the Fairbanks Renewable Seat Ring 
Bronze Gate Valves are recommended for severe 
conditions on 200 lb. steam pressure at 
degrees F., 400 lb. water, oil or gas pressure 
non-shock — lines requiring full flow and 

to frequent operation. Nickel alloy seat 
and wedge make the valves particularly 
igh and corrosion resistant 


YOURS ON REQUEST: Illustrated, descriptive fold- 
complete information on Fairbanks 
able Seat Ring Gate Valve with details 
cifications. Yours without charge. Write 


Fairbanks .o.. 
or 3, 


treet, Gis York 
Branches: 

* Boston 10 ¢ Rome, Ga 

s° Tr icks * Casters * Wheels * Dart & “PIC” Unions 


1 the 


} 
revolut 


non-rising 


+ 
em c¢ 


ervice 
550 


THE 


Pittsburgh 22 « 


while valve remains installed. 


1. 


2. 


3. 


Only 7 to 10 Minutes to Renew 
Service Life of New Gate Valve 


Union Bonnet removed. Re- 
taining screw loosened with 
ordinary screwdriver. 


Finger hooks inside nickel 


alloy 


lifts out of valve body. 


New 


seat ring. Seat 


seat 


ring 


ring is inserted 


Retaining screw tightened. 


Bonn 


For More Information Write No. 229 on Inquiry Card 
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SAVE WHEN 
THE HEAT IS ON 


This 20 pound Ni-Resist casting made for the Schwitzer Corporation 
by Hamilton Foundry is the turbine casing of a diesel engine turbocharger. 
Exhaust gases which turn the impeller at speeds up to 90,000 rpm sub- 
ject the housing to rapid cyclic temperature changes up to 1500° F. Any 
free scale formed at these temperatures could erode and eventually de- 
stroy the impeller blades. Ni-Resist was chosen for this part because it 
produces practically no free scale, it resists growth and oxidation at high 
temperatures, and it resists cracking under thermal shock. 

Unit production costs are lowered by finding and using the most effi- 
cient material available. In this case, Ni-Resist castings combine design 
flexibility and machinability with long service life under severe tempera- 
.ture stresses. Ni-Resist castings from Hamilton Foundry have dimensional 
accuracy, uniform machinability, fine surface finish, a low rejection rate, 
and are delivered on schedule—a combination of factors which lower unit 
costs and insure Schwitzer’s reputation for product quality. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON * ALLOYED IRON + MEEHANITE @@ * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST * NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio * TW 5-74912 
For More Information Write No. 230 on Inquiry Card—Page 32 
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News 


P.A. Heads New Materials 
Management Group 


The creation of a new mate- 
rials department at the Carolina 
division of The Champion Paper 
and Fibre Company, Canton, N. 
C., and promotions and organ- 
izational changes to staff the de- 
partment have been announced. 

Hall B. Whitworth, formerly 
purchasing agent of the company’s 
Carolina division, was promoted 
to manager of the materials de- 
partment. Promoted to purchas- 
ing agent is Dan H. Reno, form- 
erly assistant purchasing agent. 
Frank J. Clontz was made assist- 
ant purchasing agent. 

The newly-created materials 
department will have responsibil- 
ity for all the functions pertain- 
ing to the flow of materials from 
the time of purchase to the point 
of manufacture. It will also be in 
charge of the storage and deliv- 
eries of manufactured products to 
customers. It will be responsibile 
for the maintenance of operating 
supplies and proper inventory 
control of both materials in proc- 
ess and storage items. The mate- 
rials department’s duties extend 
to both materials used in the man- 
ufacturing processes at the Can- 
ton plant as well as the varied 
paper products of the mill. 

Sections in the materials depart- 
ment are purchasing, traffic, re- 
ceiving and storage, materials 
handling and shipping, with the 
Storeroom Section to be incor- 
porated into the department at an 
early date. 


Materials Management 
Discussed at Rheem 
Purchasing Conference 


“Increased profits through ma- 
terials management” was the 
theme of a recent two-day meet- 
ing of Rheem Manufacturing 
Company purchasing executives 
in New York. 

The company’s division pur- 
chasing agents and corporate pur- 
chasing staff met with top com- 
pany executives and department 
heads. 

Division purchasing agents re- 


PURCHASING 





ported on operating plans for their 
divisions for 1959. Programs for 
carrying out various purchasing 
responsibilities were discussed in 
the light of those reports. 

The 24 topics on the agenda of 
the sessions included also discus- 
sions on materials management, 
inventory management, _ traffic, 
trade relations, value analysis and 
the “world market place”. 

George J. Papas, vice president- 
purchasing, said that efficient ma- 
terials management spearheaded 
by material availability can only 
be achieved when all the essential 
elements of the purchasing func- 
tion are welded into one cohesive 
operating unit. 

In one of the meetings involving 
members of top management, 
C. V. Coons, Rheem executive 
vice president, told the group, 
“Today’s purchasing man is a pro- 
fess'onal business man who per- 
forms a broad, tremendously use- 
ful management function. He’s 
still a buyer. But he’s also in in- 
ventory control, value analysis, 
reciprocity relations—a very wide 
range of responsibilities that con- 
tribute greatly to the successful 
management of a complex com- 
pany like ours. 

“The purchasing agent in to- 
day’s competitive economy must 
be an all-around businessman who 
has a broad outlook and knowl- 
edge of his own business and his 
supplier’s businesses. The wide 
awake, well informed purchasing 
agent is a tremendous asset to his 
company in many areas other than 
direct purchasing. He can be a 
very effective salesman for his 
company.” 


“On the contrary, Ed, I like your 
product . . . It’s you I can’t stand!” 


Fesruary 2, 1959 





SIONNEV 
FGE 


WELDOLETS' 
CONSISTENTLY 
TESTED 
Pee 


WELDOLET 
WELDING FITTING 
BURSTING TEST ' 
COMPARISON 


“<r BURSTING PRESSURE] 


Actual Bursting testipre 


-8 8888828 


Required bursting fest pressur@s—ASA B16.9 Code 


OPERATING PRESSURE 


Maximum Ov! Ret. Paping ASA BH. | 
' 





j 
Maximum Power Piping ASA B31 [—1955 A 


4x4 2x? 6x6 6x6 aut 8x8 
XS STO STO STO STD STO 
Gi? GiB Gr8 G8 


GB GA 
WELDOLET TEST ASSEMBLY 
Size-Weight-Grade 


10x10 = 2x2 
sto 83 STD 
GA GB 


... OVER 
4/2 TIMES MAX. OPERATING PRESSURE 


‘Shape of Reinforcement’’—has been pioneered 
by Bonney for the past 20 years. The fact that 
shape is as important and even more important 
than area replacement for branch reinforcement 
is now gaining wide industry recognition. Even 
though Weldolets do have sufficient area replace- 
ment, the factor setting them apart from conven- 
(BONNEY tional lap type reinforcement is their SHAPE... 
Reinforcement close to the juncture —completely 
bonded homogeneous reinforcement avdiding 
WELDOLETS# . 
THREDOLETS¢ cracks, fillet welds, and re-entrant corners—rein- 
SOCKOLETS» forcement tapering at the sides to prevent abrupt 
papa tr change in thickness where fitting joins header pipe. 


BRAZOLETS®# 


SWEEPOLETS): , 
Recent design improvements in the Weldolet line, 


eeeeeeoeaeee 
based on extensive stress analysis tests, provide 


CARBON STEEL on ae 
STAINLESS all these desirable “‘shape” factors. Specify and 


ALLOY use Weldolets for all your full size and reducing 

f 1 i s 

ee branch connections. They are available in carbon 
steel and all alloys for any piping service. 


SOWPERGE 02. 0on 


ALLENTOWN, PENNSYLVANIA 
For More Information Write No. 231 on Inquiry Cord—Poge 32 
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precision 
ground 


flat stock 


for 
greatest 
accuracy and 
smoothest 


finish 


See Your Capewell Distributo 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN. 


For More Information Write No. 232 
on Inquiry Card—Page 32 
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Suppliers 





W. O. Barnes Company, Inc., 
Detroit, Mich., has appointed 
William A. McCullough, Jr. as 
sales manager. Mr. McCullough 


Wm. A. McCullough, Jr. 


comes to the Barnes organization 
from Nicholson File Company of 
Providence, Rhode Island, where 
he has been domestic 
sales manager since 1955. Previ- 
ously, he was a salesman for 
Nicholson in New York State, 
and subsequently an area man- 
ager in the Ohio, Indiana and 
Pennsylvania territory. 


assistant 


R. E. Werley, Jr. has 
appointed sales manager of Jef- 
ferson Chemical Company, Inc. 
At the same time, announcement 
was made of the appointment of 
David B. Peery as_ salesman, 
Eastern Region and Allen M 
Brandt as a technical service man 
in Houston 

Mr. Werley has Jeffer- 
son’s Mid- .vestern regional man- 
with headquarters in Chi- 
cago, Illinois, 1956. He 
joined the company in 1952 as a 
New England 
Later was made district 
manager of the Chicago 
territory. Prior experience in- 
cluded service with Cities Serv- 
ice Oil Company and a subsidiary 
of this firm, Petroleum Advisers, 
Inc. He will be located at the 
company’s headquarters in Hous- 
ton, Texas. 

Prior to joining Jefferson, Mr 
Peery 
and development for 


been 


been 


ager, 


since 


salesman for the 
territory 
sales 


was in technical service 
The Dow 
Chemical Company. He will be 
located in New York City. 


Before joining Jefferson, Mr 





ATHIESOM 
NOUSTRIAE 


CHEMICAL 


For 

information 

on conditions, 
trends and markets 
in the 

chemical industry, 


see the 
men from 


OLIN 
MATHIESON 


6579 


OLIN MATHIESON CHEMICAL CORPORATION 
CHEMICALS DIVISION ¢ BALTIMORE 3. MD 


For More Informaticn Write No. 233 
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Brandt was in the marketing 
department of Shell Chemical 
Company. He will be located in 
Houston. 


’ 
Edgar J. Griesbaum has been 
appointed sales manager of 


Tubular Products, Laclede Steel 
Company, St. Louis, Mo. Joining FOR POWER CABLE DISTRIBUTION | 
Laclede in 1936, Mr. Griesbaum 
served first as sales representa 
tive of manufacturers’ products 
in Missouri, Kansas and Nebras- * : : 
ka. Later he was transferred to Swalg Section 
the home office and appointed 
district sales manager for manu- 
facturers’ products. He is well- 
known for his development of 
special tubular products for the 
fence and agricultural industries 
Outside 
Riser 


The Dow Chemical Company Elbow 
announces that it will open a y 
sales office at 504 Wachovia Bank 
Building, Charlotte, North Caro- 
lina 5 H Caldwell, Jr . has been 
appointed manager of the office, 
moving up from his former post 
as manager of automotive chemi- 
cals sales. Mr. Caldwell joined 
Dow in 1940 and served the fol- 
lowing three years with mag- 
nesium production control at the 
company’s headquarters in Mid- 


land. After five years on the MEETS 

magnesium staff at the Dow 

Cleveland office, he became man- 

ager of magnesium die casting AP EVERY SYSTEM REQUIREMENT 


c °=S Z le > ras Ss *le . 
sales at Midland. He was associ © An Inventory of over 1,000 Cataloged Items—Straight 


ated with the company’s Atlanta, Sections, Fittings and Accessories 

Ga., office from 1950 until his @ Available When You Need It from Stock 
appointment as manager of auto- © Strong, Lightweight Expanded Meta! Construction 
notive products sales in 1953 © Cuts Costs on Every Type instaliation—Large or Small 
The Charlotte office territory © Reduces Distribution System Maintenance and 

; Sik . Expansion Costs 

ludes all North Carolina 


South Carolina and portions of SOLD 
Virginia and Tennessee , ! 
inia and Tennesse nn | ASK FOR PROOF! 


z g Get cost-saving facts for your company from the pio 
THROUGH es Se = neer manufacturer of cable supporting systems and 
TI Ss = ’ ' AUTHORIZED equipment. Contact your authorized Cope Electrical 
1e St. Louis sales office o —— Wholesaler or write to T. J. Cope Division, Rome Cable 

the Federated Metals Division of ELECTRICAL ~~ Corporation, Collegeville, Pa 
American Smelting and Refining WHOLESALERS ™ 
Company has moved from its 


former location at 4041 Park WIREWAY + CABLE LADDER & CHANEL + SYSTEM SUPPORTS & ACCESSORIES 


Avenue in St. Louis to Feder- 
ated’s new plant at Alton, Ili. The 
new office will continue to be 
under the direction of C. R 
Kenner, district manager. The 


address at Alton is P. O. Box 268. ee 
Alton, Mlinois. : Division of ROME CABLE CORPORATION 


: . For More !nformation Write No. 234 on Inquiry Cord—Page 32 
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SANDVIK CAN 
THE 
SPRING STEEL 


That Fits 


Your Purpose 





4) 


AW} 


ee 


sorgiggered | 


POSSI 
ini 
UMMA 


SANDVIK STEEL, INC. 
1702 Nevins Road « Fair Lawn, New Jersey 


Tel. Swarthmore 7-6200 
In N.Y.C. Algonguin 5-2200 
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O. A. Seglem has been named 
regional sales manager by Fis- 
cher & Porter Company for Ohio, 
Western New York, Western 


Pennsylvania, and West Virginia. 
Mr. Seglem will operate from the 
company’s Cleveland office. For- 
merly general manager of Com- 
mercial Laboratories, Newark, 
New York, Mr. Seglem_ will 
direct the field sales activities of 
the Cleveland, Cincinnati, Buffa- 
lo, Pittsburgh, and Charleston 
offices for all company divisions. 


The Steelduct Company, 
Youngstown, Ohio, has _ an- 
nounced that William F. Zar- 
baugh has been appointed vice 


Wm. F. Zarbaugh 


president-sales. Previous to join- 
ing Steelduct, Mr. Zarbaugh was 
with The Cold Metal Products 
since 1935 and more recently, 
with Jones & Laughlin Steel 
Company. He was formerly a 
member of the National Associa- 
tion of Purchasing Agents. 
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It has been announced by NEW 
Pittsburgh Corning Corporation, 
that Robert E. Buckley was 
elected vice president in charge 
of sales. Mr. Buckley has been & 
associated with the company 
since 1947. Past positions held 
include district manager of the 


firm’s Philadelphia office, assist- 

ant general sales manager and, 

more recently, general sales 

manager. Pittsburgh Corning’s 

general offices are located at One 

Gateway Center, Pittsburgh 22, / ca 
Pennsylvania Pa oa. ,o* 

~9e® 


Kenneth J. MacCallum — has Tere) 
been appointed assistant sales NOmy 


manager of Putnam Tool Com- 


The “LP” 
Pillow Block 


Kenneth J. MacCallum "L” & "SL" BEARINGS 


pany. Mr. MacCallum for the last 
ten years was district manager of 
sales for this Detroit firm in the 
Ohio, Indiana and Kentucky 
areas. 


WRITE FOR BULLETIN 1058 


SEAL/V\ASTER. tm 


FIRM 


nti STREET 


3 
“I'm getting sick and tired of these ZF 


last minute quotes.” SEALMASTER BEARINGS © A Division of STEPHERS-ADAMSON MFG. (O.+ 51 Ridgeway Ave., Aurora, ill 


For More Information Write No. 236 on Inquiry Cord—Page 32 
FEBRUARY 2, 1959 107 


CITY 





USE THESE VALUABLE AIDS 
in selecting your - fleme 
ROLLER CHAINS 


ta 


{ic 


and ACCESSORIES g nan 


FINISHED 


. BC 
SPROCK wre 


ETs 


(lt me 


haw 


! COMPLETE LINE OF 
ACME ROLLER CHAINS 
| and ACCESSORIES 

Available at YOUR LOCAL 


INDUSTRIAL DISTRIBUTOR 


Acme Chains are available nationally through reliable 
Authorized Distributors. 

It is the basic policy of Acme Chain to sell its product 
through Authorized Distributors who have entered an agree- 
ment with the company to stock merchandise and service all 
Acme Products. 

The quality of all Acme Products will continue to be — 
as it has been since the founding of the company — the highest 
quality that experience, materials, design, craftsmanship and 
facilities can produce. 

Acme supports their Distributors with all the knowledge 
and assistance of their Engineering Department in an advisory 
and technical capacity. , 

Order Acme Chain from your Industrial Distributor with 
implicit confidence that you will receive prompt and efficient 
service at all times. 

Write Dept. 8-K for new 
100-page illustrated catalog, 
including new engineering 


section showing 36 methods 
of chain adjustments. 


Call ACME 


for Service 


MASSACHUSETTS 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS « DOUBLE PITCH CON- 
VEYOR CHAINS ¢ STAINLESS STEEL CHAINS ¢ CABLE CHAINS ¢ FLEXIBLE 
COUPLINGS ¢ STANDARD AND SPECIAL ATTACHMENTS 


For More Information Write No. 237 on Inquiry Card—Page 32 





Purchasing Is More 
Than Just Buying 
(Continued from page 68) 


On oil purchases alone, Mead- 
Atlanta saved the cost of sending 
out more than 300 purchase or- 
ders last year through the use of 
blanket orders. This is not un- 
usual. Many companies buy high- 
usage, stable-priced items such as 
industrial fuels on a contract or 
blanket order basis. 

However, this same technique 
was modified and adapted to cover 
purchases made from local indus- 
trial distributors. The Atlanta, 
Georgia area has about fifteen 
good mill supply houses and 
Mead-Atlanta buys from most of 
them. 

Since the majority of these pur- 
chases are telephoned to the dis- 
tributor, followed by a confirming 
order, it makes for unnecessary 
paperwork both at the supplier's 
office and at the purchasing de- 
partment if a separate purchase 
order is issued for each item. 

At the back of the department 
is a small blackboard. The first 
buyer to telephone an order to a 
particular distributor chalks in 
the name of the distributor (in 
code) and a purchase order num- 
ber. 

When he or some other buyer 
has to call an industrial distribu- 
tor he simply looks at the board, 
and if a P.O. number has been 
posted he relays it to the distribu- 
tor. The savings in time and paper 
work is cumulative and is an- 
other example of how purchasing 
serves not only their own com- 
pany, but vendors as well. 

Also, since they give of it so 
freely they know when it is miss- 
ing; and suppliers who don’t serv- 
ice, don’t supply. 

Giving gladly and often of their 
services is one of the reasons that 
Mead-Atlanta’s can be classified 
among the most efficient and 
smoothly operating purchasing de- 
partments in the country. 
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ARE BUILDING OUR BUSINESS 














building your business 47 
: and ours because he is... 
Boe: ¥ Responsible 
oh oi “§ ‘Prompt 
4 AW: v Cooperative 
3 ¥ Flexible 


™-™ 
. | { * 


\93/QUAKER STATE METALS CO.- LANCASTER, PA. 


PACE SETTERS IN ALUMINUM 





MILL PRODUCERS OF ALUMINUM SHEET + COIL - TUBING - AND BUILDING PRODUCTS 





To Your DESIGN 

i ae Oe oe em eek, be 

From the Hand of the 
J oT Tot F- 1) t-) ae 


ERIE 


Bolts + Studs » Cap Screws + Nuts 


in Alloys + Stainless » Carbon + Bronze 


Experienced hands ... expert hands . . . hands 
grown competent by the finest of precision work 
since 1913. These are the hands of our specialists 
who meet your design and engineering specifica- 
tions. Special and Standard Erie fasteners to meet 
the rigors of extreme temperatures, corrosion, 
tensile, fatigue, impact and shear stresses are 
serving widely diverse industries the world over. 
We work to Government and National specs and 
to special applications as well. Send your speci- 
fications to us, confident of the finished precision 
fasteners you expect. 


A SUBSIDIARY OF 


ERIE BOLT & NUT CO. 
Erie, Pennsylvania 
Representatives In Principal Cities 
For More Information Write No. 239 on Inquiry Card—Page 32 
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buy KLEENCUT 


Cut your loss from pil- 
ferage and replacement 
at least 50% by using 
Deluxe Kleencut Adjust- 
able Shears! They’re 
guaranteed high 

quality at low 

cost. 


M-T Adjustment 
available on 








“Simple te set 

*Cannot slip out of adjustment 
Deluxe Kieencut Shears are more 
useful, too—The exclusive Micro- 
Tension Adjustment is simple to 
set for cleaner, more comfortable 
cutting of a wide range of mate- 
rials. It cuts down fatigue on pro- 
duction jobs. Order Deluxe Kieen- 
cut from your Jobber, or write. 


Write Department A for full line 
price lists. 


THE ACME SHEAR COMPANY 


BRIDGEPORT 1, CONN 
WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


For More Information Write No. 240 on Inquiry Card—Page 32 








Zeiss-Kollmorgen 
Borescopes 


Precision manufactured for 
detailed inspection of tubes, 
tanks, cavities, injectors, 

pipes, cylinders, gun bores 


Designed in sizes and models for every job. Diam- 
eters from .001”, lengths to 45 feet or longer. Self- 
illuminated. Choice of viewing heads for different 
angles of observation. See how these versatile 
instruments can increase inspection efficiency. 
Adaptable for photography. Write for Bulletin 305. 


OLLMORGEN 


optical corporation 
NORTHAMPTON, MASSACHUSETTS 


TK LLL 
For More Information Write No. 241 on Inquiry Card—Page 32 


PURCHASING 





Why Some P.A.’s Don’t 
Reach the Top 


(Continued from page 59 


A buyer who is not on the ball 
can cause inventory turnover to 
be lower than it otherwise would 
be. He can also, if he does a 
sloppy job, generate a lot of ad- 
ministrative expense in other de- 
partments concerned with mate- 
rials management. And what hap- 
pens if production is stopped be- 
cause of lack of material? Who's 
responsible—the buyer or the pro- 
duction control man? In mast 
plants, no one really ever finds 
out; there’s a lot of buck passing 
and the fastest talker usually man- 
ages to get himself off the hook. 

With an integrated approach to 
materials management, it’s harder 
to pin the blame on the other guy 
if the shop runs out of stock. All 
phases of the basic supply func- 
tion center upon one man—the 
materials manager. It’s his job to 
keep manufacturing supplied with 
adequate amounts of material. 
His is a basic organic function of 
the business; the buyer’s function 
is not. 

The fact that managements of 
most companies refuse to recog- 
nize that materials management 
is a basic function of the business 
is, of course, consistent with the 
philosophy that “purchasing is 
strictly a service function.” The 
fact is purchasing is a service 
function in many companies. It 
can become a profit-making arm 
of the business only if its scope 
is broadened so that it can do a 
complete materials management 
job. A basic activity can contrib- 
ute to survival and profit; a “serv- 
ice” activity is just “overhead.” 
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Picture of worker saving money 


He’s helping cut waste 20% 
with Steiner roll towels 


Paper towel expenses getting high? You can cut 
towel waste with a Steiner controlled roll paper towel dispenser. Here’s 
how: User pulls from the cabinet only the amount of toweling he needs 

. no grabbing of a handful of towels that aren’t needed, half used and 
then discarded. Still, user gets plenty of towels for thorough drying job. You 
can save 20% or more in towel costs with Steiner controlled dispensers. 


Install them on a trial basis and see how you save. For more information 
contact your janitorial supplier or sanitary paper distributor or write 
Steiner Company, 740 Rush Street, Chicago 11, Illinois. 


740 RUSH STREET, CHICAGO 11, ILL., DEPT. c.2 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers 


NAME 
COMPANY 


Se Rpeseneee: 








(RITCO) FORGINGS 


--- best by any test! 





Ritco also offers complete 
machining facilities and 
makes Special Fasteners 
and Upsets of ferrous and 
non-ferrous metals. Send 
us your requirements. 











For More 


Information Write No. 


Measurably greater accuracy has always been a 
competitive advantage of Ritco “Bright Finish” Forg- 
ings. Made to close-tolerance specifications, these 
flawlessly finished forgings require minimum machin- 
ing .. . have smooth, accurate surfaces which speed 
up assembly, save hours of production time and 
trouble. Their dense, fibrous structure and controlled 
grain flow concentrate extra strength and toughness 
at points of greatest shock and stress . . . assure maxi- 
mum impact resistance and fatigue strength in key 
parts. 

Prove these advantages to yourself by writing now 
for complete details on Ritco Forgings. Made in a 
wide range of metals and alloys, and in many designs. 


Send us your blueprints now 
for estimates at no obligation! 


RHODE ISLAND TOOL COMPANY 
Member Drop Forging Association 

150 WEST RIVER STREET ° PROVIDENCE 1, R. I. 

243 on Inquiry Card—Page 32 





The dial 
thermometer 
at its best 


DISTANT 
READING 


Something much 
finer in a dial ther- 
mometer: finer because 
it is the bourdon tube type of thermometer 
at its best...embodies the greater precision 
and lasting accuracy of the Marsh Pres- 
sure Gauge 

Both vapor tension and gas-filled types 
are available in either distant reading or 
rigid stem types. In the broad Marsh line 
you have a complete selection of tempera- 
ture ranges, case sizes, styles, and finishes. 


Ask for the Thermometer Catalog 


MARSH INSTRUMENT CO. Soles Affiliate of Jos. P. Marsh Corp 
Dept. G, Skokie, ill. 
Marsh instrument & Valve Co., (Canada) Ltd 
8407 103rd St., Edmonton, Alberta, Canada 
Houston Branch Plant, 1121 Rothwell St 
Sect. 15, Houston, Texas 


RIGID 
STEM 
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Saw Large Holes 
thru sheet or plate 


MARVEL High-Speed-Edge Hole Saws (with high- 
speed-stee! cutting edge integrally welded to 
tough alloy steel body) provide fast, econom- 
ical means of sawing out holes from °%" to 6” 
diameter through steel up to 1%" thickness. 
Extra cutting quality and high-speed-steel, self- 
aligning, double drive pin arbors give strength 
for use on drill presses, lathes and portable tools, 
greatly increase the hole size capacity of small 
tools. Last longer and cut faster with safety. 


Write for Hole Saw Catalog Sheets. 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw Peopile'’’ 
5700 Bloomingdale Ave. Chicago 39, U.S.A. 


More Information Write No. 245 on Inquiry Card—Page 32 
PURCHASING 


For 





The HEART 


of 


Automation 


BEDFORD ’S 


“Rotorized 
Spindle’ 


DRILLING UNIT 


e MOST RIGID SPINDLE BUILT. 

¢ CONSTANT SPEED and TORQUE. 
e POSITIVE EVEN FEED. 

¢ COMPACT! ..... POWERFUL! 


. up to 3 HP in a 6” Frame.. 
.. up to 10 HP in an 8” Frame 


* 


Write for 
FREE 
Catalog 80 


* 
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‘Id Rather 4—\ 
Breathe Paint’: = 


\j* ws! / 





Other 
ELEX-A-PREWE 
“Firsts” 


@ Lint free no wicking 
achon 

@ All parts non-toxic — 
non-allergic 





@ Self-adjusting snug 
fitting 

@ Simply designed for 
easier filter removal 

@ Inside of frames 
serrated for ortight 
locking 

@ Weighs only | ounce 

@ Desiqned for use with 
goggles or spectacles 








@ Only 4 tough long 
wearing, interlocking 
ports 


@ Non-irritating plastic 
frames — unbreokable 
in normol usage 


@ Prenex filter outlasts oll 
throw-awoay types 


Savings pay the cost of Against Pigment 


Positive Protection 
Overspray 


@ complete mask 
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oe 
fast, casy inatallatior 


THIS IS A 
RELAY YOU CAN STAKE 
YOUR REPUTATION ON 


Every aspect of Ward Leonard bulletin “HR” relays is designed 
for maximum reliability . these are components you can 
buy. install and then forget. They're engineered for industrial 
and electronic applications 

Consider the powerful AC or DC solenoids, just one of the 
features of every HR relay. Solenoids assure fast, consistent, 
long-life operation. The “E-1” laminated magnet armature is 
free-floating and self-aligning to minimize noise level. pe 
solenoids feature exceptionally fast operation. Nylon arma 
ture guides minimize operational friction. All AC and pe 
power plants are readily interchangeable 

2to 8 pole “HR” relays are but one of the five W/L lines of 
industrial power relays . all designed with emphasis on 
reliability. Write for bulletin 4470. Ward Leonard Electris 
Co., 50 South Street. Mount Vernon. N.Y 


WARD LEONARD 


ELECTRIC COMPANY +» MOUNT VERNON, N.Y 


OS: fi as 


RESISTORS * RHE 


Conticls Since (492 


A ' DIMMERS 
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Employment Service 





Experience: Assistant purchasing agent 
steel buying, ferrous and non ferrous 
metals. Buying capital equipment, 
familiar with standard mill practices, 
limits, capacities and also familiar 
gov't and military specifications. Also 
experience as office manager, etc. 
Education: B.S. Business Administra- 
tion. Courses in procurement, produc- 
tion control other cost and tax courses. 
Will relocate: 

Write: Box 313. 


Experience: Seven years diversified ex- 
perience as buyer & Ass’t. P.A. with 
farm equipment mfr. including control 
of inventory, scheduling & cost reduc- 
tion programs. Presently supervising 
purchasing & contract section, annual 
volume exceeding 35 million dollars. 
Wide experience in fabricated, molded 
& hydraulic components. 

Education: B.S. Business Administra- 
tion, Major in Economics, M.B.A. Man- 
agement. 

Will relocate. 

Write: Box 314. 


Experience: Six 
metal 


years heavy sheet 
purchase raw materials, ma- 
chinery and maintenance supplies. Sub- 
contracting familiar architectural 
blueprints and government specifica- 
tions. In charge of accounts payable 
department 

Education: B. S. Education. —2 yrs. law 
school—special courses accounting, 
credit and purchasing. 

Prefer Long Island or Queens. 

Write: Box 315. 


Experience: Aircraft, military hard- 
ware, electro-mechanical parts and 
assemblies; precision machining and 
screw machine items, construction and 
industrial equipment. Experienced 
negotiator sub-contractors and/or sup- 
pliers. 
Education: 
counting. 
Will relocate. 
Write: Box 317. 


B.S. Degree, Major Ac- 


Experience: Fifteen years purchasing 
experience as buyer and P.A. All 
phases of purchasing & production 
control. 7 years with machinery manu- 
facture. 8 years with electrical & 
television manufacturing ass’t P.A. 
Knowledge of electronics. Purchased all 
supplies including office equipment. 
Education: 3 yrs. Business Administra- 
tion Special Courses in Purchasing and 
electronics & T.V. repair. 

Will relocate. 

Write: Box 325 
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Experience: Two years purchasing ma- 
terials, supplies, and machining for 
atomic products. Previously two and a 
half years buying automotive parts. 
Work involves close liaison with ven- 
dors, strict quality to military specifi- 
cations. Both fixed price contract and 
CPFF experience. Supervised assistant 
buyer. 

Education: B.S. Business Administra- 
tion. Evening courses in Purchasing. 
Will relocate. 

Write: Box 323 


Experience: Four years buying experi- 
ence in a large telecommunications 
organization in Liverpool, England. 
Conversant with purchasing technique, 
stock control, expediting and budgetary 
control. 

Education: Inter. certificate of the Brit- 
ish Institute of Management. Member 
of the Purchasing Officers Assoc. of 
G. Britain. 

Will relocate. 

Write: Box 322 


Experience: Three years Asst. P.A. 
steel lab. & office furniture manufac- 
turer. Purchased production materials; 
steel, paint, fasteners, and MRO sup- 
plies. 144 years as cost accountant, 244 
years as contract engineer, specialized 
function of purchasing, with major 
U. S. construction company. 

Education: B.A. Degree courses: Pur- 
chasing, Industrial Mgmt. Sales ad- 
ministration, Business law, economics, 
and basic mechanical engineering 
courses. 

Will relocate. 

Write: Box 320 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Twenty one years in ma- 
terial, 7 years purchasing agent—air- 
craft components, accessories and 
electronics. Also manufacturing of 
electronic components. Have set up 
procedures for property, USAF and 
Ordnance contracts, close association 
with government contracts. 

Education: 2 years business adminis- 
tration. ISC courses in business ad- 
ministration and commercial law. 
Will relocate. 

Write: Box. 318. 


Experience: Eight and one-half years, 
purchasing for large electronic research, 
organization on prime contracts and 
for subcontract metal fabricators. 
Versed in military specification pur- 
chases of electronic components, raw 
materials and precision fabricated or 
machined parts. Capable of supervisory 
responsibility in electronics or genera] 
manufacturing purchasing. 

Education: College, 4 yrs. Business Ad- 
ministration Major. 

Must relocate: Southern Florida. 
Write: Box 319 


Experience: Eight years in sales. 4 
years as assistant purchasing agent 
with 500 employees brass goods co. 
Diversified purchasing and inventory 
control. Ascertaining need for materials, 
parts and services for 12 departments. 
Soliciting vendor’s bids, selecting sup- 
pliers, negotiating prices and contracts, 
answering pertinent mail, checking in- 
voices, drafting reports, meeting per- 
sonnel and management relative to pur- 
chasing problems. 

Education: Courses in Industrial pur- 
chasing, sales administration, sales 
management, supervision, business law, 
business accounting, real estate, federal 
income tax. 

Wil! relocate. 

Write: Box 321 


Experience: Nine years as a U.S. Army 
contracting officer, purchasing diversi- 
fied supply and equipment. Thorough 
knowledge of supply and storage pro- 
cedures. Extensive administrative ex- 
perience. Will retire 1 March 1959 
from the U.S. Army as a major after 
20 years service. Age 40, active, intel- 
ligent, known for organizational ability. 
Seek opportunity for challenging posi- 
tion. 
Education: Courses in Marketing, Busi- 
ness Administration Law, etc. Still 
continuing education. Need 26 more 
semester hours prior to graduating 
from College. : 
Will relocate. 
Write: Box 328 
For More Information Write No. 249 
on Inquiry Card—Page 32> 
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New Trend In Steel Buying: Many profit-conscious 
manufacturers taking a long, hard look at steel buying 
policies; more and more of them cutting costs by pur 


; 


chasing more steel as it 


&s needed 


and ready for pro 


duction from modern Steel Service Centers 


“We've cut delivery time 75/7,” 


< 
t 


s 
‘y 
F 


U. 5. Steel Supply's prompt deliveries help us 


keep this drop forge hammer busy 


“On one day's notice. U. § 
nished us with 80.000 pounds 
says Mr. J. F. Armitstead 


“Our normal delivery time used to be 
four or five weeks,” says Mr. Croft. 
“Now, we offer 7-day delivery on orders, 
when necessary, because we’re able to 
get the material we need from U. S. 
Steel Supply on an overnight basis. 
“Recently, we faced this situation: 
One of our aircraft customers, through 
an accident, lost 65 parts. from a 200 
unit order; he notified us immediately, 
and we, in turn, called U.S. Steel Sup- 
ply for the material. It arrived the next 


U.S. Steel Supply 
Division of 





says Mr. W. M. Croft, California Drop Forge Company, Los Angeles, California 


day, and a week later the re-order was 





completed. Our customer was im 
pressed!” 

Why not take a close look at your 
steel buying policies— you'll find U.S 
Steel Supply’s booklet entitled “Value 
Analysis at Work” very helpful. Write 
to our Chicago Office, or call your neat 
est U. S. Steel Supply Steel Service 
Center. You'll find us in the Yellow 
Pages listed under steel 





USS 


United States Steel 


Stee! Service Centers and Complete Stee! Strapping Service at: Baltimore, Birmingham, Boston, Chicago, Moline, Cleveland, Houston 


Dalias, Los Angeles, Milwaukee, Newark, Southington (Conn.), Philadelphia, Seattie, Portiand (Ore 


Pittsburgh, St. Louis, St. Paul, 


San Francisco. General Offices: 208 South La Salle Street, Chicago 4, |!! 
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Straightening Ostuco Special Quality Tubing to extremely close limits at Shelby mill 


© Our specifications for seamless steel tubing used in Scrap and rejects are at a new low, inspection 
rotor drive shafts are tough to meet. In addition to OK’s and savings on this part are at a new high 
stringent O.D., wall and concentricity tolerances, 
we require special straightness — tube after tube, 
shipment after shipment. 


This actual case history may parallel your own 
product problems. For with Ohio Special Quality 
Tubing it’s only the quality that’s special. For further 
“Ohio Special Quality Tubing surpasses any other information contact our nearest sales office, listed 
tubing we have ever used. We know this to be fact. in the Yellow Pages, or the plant at Shelby, Ohio 

Birthplace of the Seamless Steel Tube Industry 
in America. 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


AA-911 


Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 


, 225 Broadway, New York 7, New York 
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TALS-HANDLING NEWS 





NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Many factors affect 
caster load capacities 


Types of wheels, floor conditions, 
speed of travel must be considered 
in selecting casters. Bassick con- 
servative load ratings protect users 
and are based on average operating 
conditions. 


HARD VS. SOFT WHEELS 


Soft rubber tread wheels protect floors 
Good rule of 
thumb is that soft tread wheels will carry 
half the load carried by a hard tread 
wheel of the same size. Where floor pro- 


but limit load capacity 


tection is desired, go to a larger size re- 
silient tread wheel. 


( 


Your Distributor 
has New Products 


These new or improved products de- 
veloped by Bassick last year may aid 
materials-handling in your plant. 
Light Duty Floating Hub caster shown 
above tor loads from 50 to 750 Ibs. 
Rust-resistant Zinc plating on all 
Bassick formed steel truck casters... at 
no extra cost. 
New improved “‘ non-marking ’’ com- 
position Atlasite wheel almost as 
strong as steel, far kinder to floors. 
Keeping you up to date on new product 
developments is one of many ways your 
local Bassick distributor can help you. 





Rough floors cut load ratings 


Select a wheel large enough to ride over 
tracks, door sills, elevators, other ob- 
structions. For rough floors or in areas 
where there are objects or debris on the 


Now it moves... 
Now it stands still 


Sometimes it’s convenient to move a ma- 
chine to the job and then hold it steady 
in operation. R. R. Donnelly & Sons 
Company, a Chicago printer, solved the 
problem by putting this pachage-tieing 
machine on Bassick casters (for move- 
ment) equipped with combination wheel 
brakes and swivel locks (for standing 
still). Might be an idea here for you. 





floor, use a larger wheel with extra load 
capacity to secure proper ease of rolling 
and satisfactory performance. Two 
types of caster wheel are shown above. 


Speed and power affect 
carrying capacities 


This heavy duty series “93” caster will 
support a static load of 80,000 Ibs., but 
nothing like that load in action. Its rated 
carrying capacity, for normal slow move- 
ment of heavy equipment, is a conserva- 
tive 10,000 Ibs. or 15,000 Ibs., for 8” 
and 10” sizes. 

It is not designed to stand the strain 
of fast power pulled applications, how- 
ever. These jobs, where speed may ex- 
ceed 5 mph, normally call for a Trailer 
type of caster such as the Floating Hub 
swivel trailer caster rated at 500 to 1000 


lbs. per caster. = 


mbol of 


THE - 4s 
BASSICK COMPANY ~ : =), 


BRIDGEPORT 5, CONN. 


BELLEVILLE, ONT. 


Excel 


IN CANADA: T 


¥) 


~ 
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| rquess— 
>t wanttr SEE 
fl ia rjuice-is off! 


The men who pull the switches will ! 
tell you what can happen when a switch, believed NEW: 
to be open— isn’t. A lot of things can happen—and 
every one of them is bad. Personnel is in danger. TYPE LD 


Motors can single-phase. Machinery and work can 
be damaged. Down-time can skyrocket. SWITCH 
Doesn't it make sense to insist on Wisible Blade 
construction which gives you a road block against Spring-operated quick-make, quick- 
any of these possibilities? Doesn't it make equally break ¢ Box lugs — Easy to wire — No 
good sense to insist on the safety switch which gives looping © Compact enclosure, yet lots 
of wiring space e Positive pressure 
you that construction—plus a lot of other perform- (spring loaded) fuse clips e Full horse 
ance advantages? power ratings 


Quality Features at Low Price 


EC&M HEAVY INDUSTRY ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 


For More Information Write No. 152 on Inquiry Card—Pag- 32 For More Information Write No. 153 on Inquiry Card—Paje 32 












It’s a good feeling 
to see this trusted mark 
on your 


/. STAINLESS STEEL 
VALVES «~ 
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PATTERNS AND ALLOYS TO SATISFY MOST INDUSTRIAL NEEDS 


For solid reasons, men who ask for the best in Stain- 
less Stee! Valves have full confidence when they see 
the Jenkins Diamond. For almost a century this mark 
has appeared only on valves made to peak stand- 
ards of quality in design... in castings... in machin- 
ing. JENKINS standards, enforced by the most rigid 
inspection and testing in the valve industry. 
Valves of corrosion resistant stainless steels have 
been made to those high standards by Jenkins for a 
“quarter of a century. And today, the line of Jenkins 
Stainless Stee! valves includes types and alloys to 
fully satisfy most service requirements. 

They are available through the same leading 
‘distributors everywhere who sell Jenkins Valves of 
Bronze, lron and Cast Steel. Jenkins Bros., 100 Park - 
‘Avenue, New York 17, N. Y. 





NEW JENKINS 

STAINLESS STEEL 

VALVE CATALOG 

~ Send for your 
copy today. 
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